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SURE-FOOTED PROFITS 


They are marching towards every store that features Friendly Sho 
for Women this Fall. And the reason, guess? You're right—n 
one woman could possibly resist the flattering style treatment of th 
new exciting line of Friendly Walking Oxfords. Starting with t 
basic oxford pattern, Friendly designers turned imagination on fu 
force with the result that the walking oxford has taken a new role 
life—new glory—new style—new interest. Ask your Friendly repr 
sentative to show you the complete line to retail at $4. In sto 
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service and full run of sizes. » ee » 


EDGEWOOD SHOE FACTORIES—DIVISION OF GENERAL SHOE CORPORATION—ATLANTA, GEORG! 
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S. WELLS UTLEY, president of 
the Detroit Steel Castings Company, 
says: 

“The frontier of American busi- 
ness, in the future as in the past, 
is a mental frontier; its limitations 
are the limitations of the knowl- 
edge, the imagination, the daring 
and the initiative of the human 
mind. 





“Half a century ago Government 
proclaimed that the world was fin- 
ished, that there was no industrial 
future for the American people; 
today Government is again making 


the same prophecy. Time has 
proved that the first one was a 
fallacy and, assuming that we con- 
tinue under the same principles of 
free enterprise as have guided us 
in the past, there is no reason to 
think that the second prophecy is 
not likewise erroneous. 
“Unless we are willing to admit 
that man’s wants are fully supplied; 
that he is satisfied with his eco- 
nomic status; that he has no fur- 


ther aspiration for goods or ser- 
vices to minister to his welfare; 
unless we admit that man today is 
a finished product intellectually, 
morally and spiritually, and simply 
awaits the sounding of the trum- 
pet which shall herald the Judg- 
ment Day, the frontiers of business 
are infinite, just as the frontiers of 
the mind are beyond human boun- 
dary. If left to its own resources, 
intelligence and initiative to pursue 
its course to lawful and beneficial 
objectives, unimpaired by planning 
boards of vote-seeking politicians, 
of impractical and ignorant theor- 
ists, American business, operating 
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under the traditional policy of free 
enterprise, will confound the proph- 
ets of gloom today with a constantly 
expanding frontier just as they con- 
founded the similar prophets of 


fifty years ago.” 


KIRBY BLOCK & COMPANY, 
resident buyers of New York City, 
say: 
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“In the country, as a whole, re- 
tail business was little influenced by 
war news. Sales continued satisfac- 


tory where weather was favorable.” 
* . o 


SIDNEY W. WINSLOW, JR., 
Chairman of the Board of the United 
Shoe Machinery Corporation, re- 
ports for the year ending February 


29, 1940: 





“Net income after taxes amounted 
to $9,861,265.93. This amount, 
after deduction of preferred divi- 
dends paid ($405,877.85), was 
equivalent to $4.12 per share of 
common stock based upon the aver- 
age number of shares outstanding 
during the year. 

“That the net income for the year 
has been greater than for the pre- 
ceding year, notwithstanding in- 
creases in taxes and in other oper- 
ating expenses, is due largely to the 
fact that shoe production in the 
United States has. been greater dur- 
ing the past year with consequent 
increased use of machines and in- 
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creased sales of merchandise. The 
reports of the Department of Com- 
merce indicate that the country’s 
shoe production for the calendar 
year 1939 was 424,136,000 pairs 
and for the twelve months ended 
February 29, 1940, 423,592,000 
pairs. 

“Our foreign associated com- 
panies, including those in the coun- 
tries of Europe affected by the war, 
showed an aggregate increased vol- 
ume of business for the year ended 
December 31, 1939—the close of 
the fiscal year of most of these 
companies—with resulting increase 
in their aggregate net income over 
that for the preceding year, and re- 
ports received for the period to the 
end of February, 1940, when the 
fiscal year of this Corporation 
closed, showed continuation of in- 
creased total volume for January 
and February, 1940. 

“In its constant endeavor to im- 
prove the equipment and facilities 
which it offers to its customers, the 
Corporation has further enlarged 
its experimental laboratory and de- 
velopment facilities and has today 
at its Beverly plant the largest and 
most fully equipped research lab- 
oratory that exists anywhere in the 
world for the improvement of the 
art in which the Corporation’s ac- 
tivities lie.” 





FRANK H. MILLER, vice-presi- 
dent and treasurer of G. Levor & 
Company, says: 

“Your editorial — ‘Courage or 
Carelessness’"—is a masterpiece of 
sound trade journalism It renders 
a real and needed service to the in- 
dustry and unlike most editorial 
matter, sets up in a common sense 
way the needed to make 
the purpose of the editorial effec- 
tual. It is the best thing in its line 
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BRIGHT HORIZONS !! 


—We've heard quite a bit recently 
from our defeatist friends to the 
effect that America has reached 
the limit of growth, has no more 
frontiers to conquer and, conse- 
quently, is facing a gloomy future 

dark horizons," 


mist tabs it. 


—What a silly philosophy to encour- 
age, when one stops to realize that 
ours is still a young country, that 
we have more dynamic vitality 
than any other nation on earth, 
that our natural resources are un- 
limited, that our inventive genius 
is iust at the beginning of its de- 

vilaptenel , that our wants are still 
far from peep he satisfied. 


—Ask any American you meet, no 
matter what his status, this ques- 
tion: “Have you got ‘everything 
you want?"—and you will receive 
a reply—an unequivocal— 


—The following poener: are se- 
lected from a speech made recent- 
ly by one of our best-thinking indus- 
trialists: 

— "One out of every four persons engaged 
in manufacturing today is employed in 
fourteen industries that existed only in 
the mind of Man in 1870." 


— "More than 100,000 new articles have ap- 
peared in the American market since the 
turn of the century.” 


—"By 1850 the Patent Office at Washing- 
ton had issued 3,327 patents. Since that 
time over 2,000,000 have been granted." 


—And so on, ad infinitum. 


—Whenever our Nation reaches the 
point where all of its citizens have 
everything they wanted, and are 
perfectly satisfied, then we can 
say that we have stopped growing. 


—But when our people want and 
need "things and still more things" 
—and are ready to work hard and 
make: sacrifices to obtain these 
things, then there's only one con- 
clusion to draw—and that is that 
America will continue to march 
forward and prosper in spite of 
Hitler and all Hell. 
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mid-April, reminding the trade that 
Labor Day should be the first real 
deadline on white selling. My sug- 
gestion is that you hammer that 
home for this reason: Human be- 
ings in trade are bound to fix their 
minds on some given day, as the 
day of all days, and I think you can 
accomplish your purpose of putting 
a profit in white shoes for retailers 
by focusing their mind on Labor 
Day as the beginning of the end of 
the white season. It is a point small 
in appearance but very large in ef- 
fect because of its psychology. It 
took us years, with your help, to 
impress upon the minds of the re- 
tailers that the Sth of July was not 
the end of the white shoe selling 
season and that the Sth of July was 
not a good date for slaughtering 
prices. Most of them know that 
now. I think the next step is to 
focus their minds on what is a good 
date for clearances and that date 
should be directly after Labor Day. 
This for the reason that for a. num- 
ber of seasons enough white shoes 
have not been made and this year 
is another of those years. Retailers 
can afford to merchandise their 
stock throughout the Summer and 
get a regular straight profit on 
every sale. 





“Aside from everything else, if a 
retailer still has stock and he should 
have it, in early August, there re- 
mains the fact that more vacations 
are taken in August than in any 
other month in the year, inclusive 
of July There remains also that 
the ladies of this country must, in 
order to feel satisfied, have a fresh 
pair of white shoes—preferably kid 
—when they start out on their vaca- 
tion There is in consequence a 
large demand for white shoes in 
August that can be filled at regular 


profit. 


GENERAL GEORGE C. MAR- 
SHALL, Chief of the Staff of the 
United States Army, told the Senate 











BOOT anv SHOE RECORDER, June 1, 1940 


Sub-Committee on Military Affairs, 
May 20th—that the law which for- 
bids government contracts to con- 
tractors or sub-contractors unless 
they pay prevailing wages, and 
similar laws, added to the high pay 
of officers and men in the U. S. 
Army, made it necessary for the 
United States to spend $21.00 for 
every $1.00 spent by the European 
army to maintain an equal force of 
men. Congress is making a tenta- 
tive draft of a bill to give authoriza- 
tion to the President to suspend the 
provisions of the Walsh-Healey Act 
—when compliance “would be prej- 
udicial to the national defense.” 
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HERMAN MAUTNER of Apple- 
baum-Mautner Company, Madison, 
Wis., says: 

“We are cold on the proposition 
of changing Labor Day as we think 
it has little, if any, bearing on Fall 
business. Fall shipments used to 
come in between August 15th and 
September Ist, now the factories 
start delivering right after the first 
of July. Last year our sales of 
Fall shoes amounted to 5% of the 
total pairs the third week in July, 
10% the last week in July and 
22%2% the first week in August. 
Twenty years of retailing women’s 
medium and better grade footwear 
has taught us that weather, not 
Labor Day, is the big factor in 
September business If September 
is cool and snappy, we go to town, 
with the temperature in the 90's, 
we do not People can’t be Fall- 
minded with the sun burning up 
the grass, whether it is before or 
after Labor Day.” 


C. F. HUGHES, who writes “The 
Merchant's Point of View” column 
in the Sunday New York Times 
(May 19) said: 

“While there may be some period 
of waiting before the expected up- 
surge in business gets under way, 
there was a disposition last week to 





believe that, regardless of events 
abroad and their repercussions here 
upon the markets, the expansion of 
industry would not be long delayed. 
In fact, there was reappearance of 
counsel that business men be on 
their guard against accelerating 
boom tendencies.” 
. * * 

**§ HOES by I. Miller” has been a 
slogan of theatrical programs for 
more than forty years. Shoes by I. 
Miller were created for Lillian Rus- 
sell herself, the original No. 1 glam- 
our girl of the stage, the most 
beautiful woman of the Gay 90’s in 
America. Those were the days when 
black satin pumps with little curved 
heels held the footlights . . . pumps 
furbished with elaborately carved 
buckles and bows. These were the 
pumps Lillian Russell wore in pri- 
vate life and on the stage. 

History repeats itself in the 
Twentieth Century Fox Production 
of the life and loves of Lillian Rus- 
sell. And it is interesting to note 
that the shoes worn by Alice Faye 
in the title role of the picture are 
pumps by I. Miller. 

. 7 . 
HARRY DAVIS, manager of the 
Godchaux shoe department, makes 
the statement that eight pairs of 


shoes are tried on by a woman be- 
fore she makes up her mind to pur- 
chase. It takes from fifteen to 
twenty minutes to complete a sale of 
a pair of shoes to a woman. Men 
usually try on only one pair of shoes 
and the sale is completed in two or 
more minutes. 


. * a 


BB EN SCHWARTZ of Schwartz & 
Benjamin, says: 

“The shoe business is now a mat- 
ter of millinery with heads; and a 
survey of current ‘best sellers’ 
would certainly make us realize that 
we are struggling in an atmosphere 
of frenzied fashions. 

“*Hot numbers’ are all right, so 
long as they are not so hot that they 
burn your fingers. When they get 
that hot, it is time to jump out of 
the frying pan into the cooler. His- 
tory shows that in hectic times we 
develop an hysteria for hectic 
styles. And history is now repeat- 
ing itself. 

“But don’t stay too long with 
freak company. Real profits are 
made, after all, on styles that last 
longer than a passing fancy. A 
freak chapeau can be retrimmed or 
reshaped—but not a freak shoe.” 
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"See? This is the type of strong, sturdy leather | want." 
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READING FROM TOP TO BOTTOM: (1) A spe- 
cially woven pleated material has been elas- 
ticized and used in this kid with patent 
Tru-Poise shoe from Selby to give perfect, 
easy fit. (2) Inserted quarter and throat of 
this black suede shoe is made of elasticized 
_ faille to hold the shoe snugly to the foot 
| and give interesting surface contrast, a 
DeLuxe Grade style from Queen Quality. 
(3) A wide band of elasticized black faille 
fits snugly over the instep and makes an 
effective trimming area on this attractive 
suede stepin, an Air Step from Brown. (4) 
Fine bengaline forms the entire quarter of 
this suavely fitting suede and fabric Flight 
pump. The throat ornament is also benga- 
line piped in contrasting leather. A Custom- 
craft shoe from Schwartz and Benjamin. 


' 
, 


WHEN you looked over the Fall lines, you must have 
been impressed—as we were—by the interesting combi- 
nations of upper materials in use this season. Nearly 
every line has some fabric shoes, almost without excep- 
tion in combination with leather. Gabardine is com- 
bined with suede, calf and reptile in the more tailored 
types. Faille and bengaline are being used in combina- 
tion with suede, calf, kidskin and a little patent, in 
dressier patterns. 

In the elasticized portions of both pumps and stepins, 
fabrics play an important part in Fall styles. In the 
opinion of a leading authority in the fabric field, elas- 


ticizing is the chief reason why fabrics are carrying over Fabric shoes are popular in the current fashion scene. 
into Fall. From the models we have seen in a great Miss Brenda Frazier, accompanied by Stewart Kellogg, 
many lines, we have come to the same conclusion. Fab- ae ee a er By Poe a ~ 
rics are especially suitable for elasticizing. They are leather stripping. 

comparatively light in weight and can be given just the 


right amount of stretch. 


























COMBINATIONS 





Stand Out in Fall Pieture 


Ingenious Use of Fabrics, Deftly Combined with Various 


Leathers, Adds to the Interest of Many Autumn Lines 


The leader in Fall fabrics is, of course, gabardine. It 
combines well with all kinds of leathers. It is suitable 
for all. but the most dressy patterns. Several new treat- 
ments of gabardine are on the market. It is too early, 
as yet, to know how important they will be. “Worsted 
faille” or “faille gabardine” is one of the most interest- 
ing. It has the typical firm texture and dull surface of 
the best gabardine but the more pronounced ribbing of 
faille. It is exceedingly effective when combined with 
suede because it blends with the suede and yet gives 
added surface interest. Other gabardines include 
chequered and polka dot effects. 


READING FROM TOP TO BOTTOM: (1) Alli- 
gator calf trims this tailored stepin with 
built-up leather heel. Suede is combined 
with elasticized gabardine to give com- 
fortable and smooth fit. A Natural 
Bridge from Craddock-Terry. (2) Suede 
| and elasticized gabardine make an in- 
step-hugging pump for softly tailored 













Faille and bengaline rank second after gabardine. 
Their shiny surface and more dressy appearance make 
them suitable for dressier types of shoes. The finer 
weaves and duller surfaces among them offer a subtle 
blend with suede. They are always more noticeable 
than gabardine, however, and can be used in smart co- 
ordination with dresses and suits in the same and sim- 


ilar weaves. 


THE use of fabrics has added new surface interest to 
Fall shoes and provided very workable, comfortable 


material for elasticized treatments. 













clothes. Braid trimming is effectively 
used on the suede. A Cameo shoe from 
Walk-Over. (3) Elasticized gabardine 
molds this high-riding stepin to the foot 
and offers interesting contrast to the 
lizard calf quarter and toe tip. A Rhythm 
Step from Johnson, Stephens & Shinkle. 








Twin windows allow for 
the promotion of men’s 
and women’s shoes with 
the same theme. This win- 
dow is of casual shoes for 
men centered around the 
desert scene. 
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DERAMATIZED DISPLAYS 


GLENDALE is a typical home town of upwards of 
60,000 people, located a hop and a skip from metro- 
politan Los Angeles. That means big city competition 
in newspapers and their ads; shoe stocks; local branch 
stores, chains and the big city window displays. 

Our job is definite—to keep home folks trading in 
our town and store. Winkler’s is an established family 
shoe store. Good lines of branded shoes have always 
been the mainstay here. 

Now to put these lines across to our town folks is 
a problem that has been successfully solved through 
having original windows. Trims different from the 
ordinary that will really make passersby stop and look, 
are the rule here. 

People do recognize the trims as being of unusual 
character. When new patterns of famed brands are 
spotted in the windows, a sale is invariably clinched. 

Types of windows are built which will gain the atten- 
tion of the persons interested in the better grades of 
merchandise and in the new things, as the latter are 
first introduced. 

Here in Southern California desert scenes always 
typify Early Spring things, for so many people go to 
the desert resorts for their early sunning. Following 
this trim will be the warm weather setting, with foot 
comfort through self evident cool footwear exemplified. 

Long ago we discovered it is not necessary to make 
catalogues of store windows. Certain types of shoes are 
always tops in the public demand. High lighting and 


California Family Shoe Store Finds Unusual 


Treatments That Focus Attention on Particular 
Types of Shoes Are More Effective Than Win- 
dows That Serve Merely as Catalogues of the 


Store’s Stock Planning and _ Construction. 


by ANDREW F. HUBERT 
Winkler’s Shoe Store, Glendale, Calif. 


dramatizing those particular shoes will bring more 
trade into the store than by showing a pair of every- 
thing on the shelves. Patrons know a store has a full 
stock of blacks and browns, even if nothing but whites 
or accented whites are on display. 

Men react to dramatized displays fully as much as 
the women do. The present windows with their Cello- 
phane water effect and real rocks cause men to discuss 
the backgrounds, while women will just take the back- 
grounds for the effect made. Many men have come to 
buy the sport shoes shown and have asked many 
pertinent questions on how certain effects were made 
possible. This is more apparent from the young men, 
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COMMAND 


A. F. Hubert fits a co-ed customer. He believes that a 

good window man must be well grounded in the art of 

shoe fitting, besides having a good knowledge of fashion 

and merchandising, and there is no better place to gain 
this knowledge than at the fitting stool. 


than from the older fellows. And as fully 75 per cent 
of our men’s business is done on sport, casual and two 
tone effects, the year ‘round, it is the comments from the 
young men and their window shopping that make our 
men’s trade the profitable part of the business that 
it is. 

Unusual windows and unusual shoes have been two 


The women’s window of 
sport and casual shoes is 
headlined “Desert Fash- 
ions.” The novel figures 
of the Mexican and his 
burro set against the moun- 
tain background command 
interest from the passerby. 


INTEREST 


great factors in the development of our men’s shoe 
selling. 

Now for a few facts about the windows. 

Every bit of the work was done by the writer who is 
not a professional window trimmer by any means, just 
a shoe fitter who likes to do things of this nature in his 
spare time. 

Cloud effects are done in white, with blue, red and 
orange basis, with the sunburst done in yellow and 
orange painted on a blue fabric background. The 
mountains in the center are done in several shades of 
blue and purple, giving that distance in appearance. 
Mountains on the left in the men’s window are done in 
several shades of tan, brown and red. Blue cellophane 
gives a real water look. 

All painting is done in water colors. All mountains 
are painted on Beaverboard. The cactus is real, pur- 
chased from a local nursery, while the rocks on which 
the shoes are displayed are real volcanic rocks from 
Red Rock Canyon, Arizona. The flooring is a sand 
colored fabric. 

Both wood and fabric were utilized in making the 
Mexican and donkey. Letters “Desert fashion” are of 
wood and glued to the background. 

A ten-inch board slanted in, covered with copper me- 
tallic, goes completely around the window giving a pic- 
ture frame appearance. Red and amber spotlights are 
used for lighting effects, giving the windows a very col- 
orful and attractive effect. 
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A Pleasure in Buying Shoes 


In this day and age one of the best 
ways to sell shoes, or any other mer- 
chandise for that matter, is to give the 
customer something for nothing. It 
may not cost the shoe retailer much, 
but it sure is valuable when measured 
in the amount of good will it creates. 
Here is an example where a New 
York shoe store has tied in with the 
World’s Fair. 

The Jarman Shoe Store, Broadway 
at 41st Street, is giving away an ad- 
mission to the World’s Fair and an 
admission to one amusement free with 
every pair of Jarman shoes purchased 
within a certain time. Weather hasn’t 
been too good for the retail business 
in New York this Spring and a little 
premium such as this is an effective 
way to stimulate business. 

* — — 


A Touch of the Sea 


We'll use a fish net to show our 
shoes and maybe we'll catch some 
customers, might be the theme of the 
Sak’s 34th Street, New York, window 
display. 

A fish net is draped across the back 
of the shoe window. Numerous model 
play and beach shoes are placed on 
the nets. Artificial fish and beach ac- 
cessories are scattered around the win- 
dow display and add valuable atmos- 
phere in the merchandising of play 


shoes. 
a * * 


A Special Discount 


Here’s another case where the cus- 
tomer is offered a little something ex- 
tra in the way of value for his money. 
The Regal Shoe Stores are offering a 
pair of men’s riding boots at $5.80 
with each pair of men’s shoes pur- 
chased at the same price. These boots 
are actually worth more, but rather 
than add a higher price to a one price 
store, they are being offered at the 


. 


same price as the regular price shoes 
when bought with a pair of regular 
price shoes. The manager reports that 
response has been excellent to this 
offering. He says that Regal hasn’t 
sold a riding boot for some time and 
the public has been quick to take ad- 
vantage of this offering. As for buy- 
ing a pair of regular shoes with the 
boots, most of the customers have of- 
fered little objection because they can 
see that the boots are worth consider- 
ably more than the regular price. 
“x eS 
One Picture Is Worth a 
Thousand Words 


A new twist in merchandising tech- 
nique will always get results, accord- 
ing to the Walter Dry Goods Company 
of Salina, Kansas, who last year set 
a new record for sales of women’s 
sports shoes through a simple idea 
developed around summer merchandis- 





ON A NEW VISTA 
IN SUMMER SHOES 





WESTLAKE, FIFTH AND PINE 











Here is a little “light” on the 
wedge situation for Summer. 





Like other stores, they have always 
tried to sell a sports shoe with every 
dress shoe, particularly during the 
Spring and Summer months. “Sec- 
ond sales” made thjs way have been 
satisfactory for the store, but as they 
had no charge accounts, it was dif- 
ficult to make sure that the customer 
who didn’t buy at first contact would 
return later. Here is their idea, de- 
veloped to bring the customer who 
doesn’t buy at once, back later in the 
season. 

Early in the season, the manage- 
ment chooses fourteen leading styles 
of sports shoes, and in a rear room 
photographs them against a plain 
black velvet background. A _ small 
camera and a simple spotlight is used, 
but satisfactory results are obtained. 
From the negatives, 100 prints of each 
shoe style are made, or 1400 prints at 
a total cost of $20. These are kept 
conveniently arranged in a small open 
file at the wrapping counter. Then, 
when a customer is shown a pair of 
sports shoes with the hopes of mak- 
ing a second sale, and she doesn’t buy 
*em, care is taken to ascertain which 
style is most favorably received. When 
the shoes purchased are wrapped, the 
salesman chooses a photo of the style 
from the file, writes his name on the 
back, and slips it into the shoe box. 
At home the customer can see the 
style once again in which she was in- 
terested. And a photograph usually 
gets considerable more attention than 
any amount of advertising matter. In 
fact Walters store reports three times 
as many return sales from these photos 
than any other promotion piece they 
have used. 


ae Se 


“You'll be wearing ramps with all 
your summer dresses, enjoying their 
flat-footed walking surface without 
breaking your arches down!” 

(Block's, Indianapolis) 
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BEST IDEA OF THE WEEK 
ARE CUSTOMERS ALWAYS RIGHT? 
OR 
WHAT PRICE GOOD WILL? 


(The following interview is with the shoe buyer of a prominent department store. Store 
policy does not permit mention of his name or the name of the store) 


O. P. Ideator—‘“In my visits to various shoe stores 
and departments, it seems to me that in the interests 
of better service and consumer good will stores are 
offering a more liberal return merchandise policy than 
ever before. What has been the experience in your 
store on this matter?” 


Buyer X-—“As a matter of fact, this city is a head- 
ache when it comes to returns, and instead of returns 
becoming less, customers are returning more. 

“We check fittings carefully and hold weekly meet- 
ings pn this subject, but it does not seem to help. The 
people here seem to buy several pair from each store, 
send them home, and then hold a family council on 
14 or 15 pair that they have had sent home. Then 
the return parade begins. All they do is call for the 
truck to pick them up. This means delivery costs 
coming and going and it doesn’t seem that we can stop 
it or even cut it down, particularly in this city.” 


O. P. Ideator—“What do you consider legitimate 
reasons for return of shoes?” 


Buyer X-—“If a customer buys a pair of shoes: from 
a store, and when she gets home she finds that they 
do not fit properly, or possibly there is a slight defect 
in workmanship, I see no reason why she shouldn't 
return them within a reasonable interval and if they 
are in the same condition in which she bought them.” 


O. P. Ideator—“That seems perfectly fair to me for, 
after all, those reasons aren’t necessarily the customer’s 
fault. But what are other reasons for returns which 
are largely unjustified?” 


Buyer X—“Unfortunately, shoes differ from all 
other wearing apparel. If they hurt, the customer feels 
it. All feet are not constructed the same, nor are there 
5 per cent of the shoe men in the world who can fit 
feet 100 per cent perfect every time no matter how 
much foot training they have had. Our business is to 
fit feet according to size and width, beyond that there 
should be an understanding of what constitutes a 
proper or improper adjustment to the customer. 

“Here are a few complaints and cases where we 
were compelled to make adjustments to satisfy our 
customers: 

“Shoes bought 30 days to 6 weeks previously and 
customer insisting on refund or difference between 
regular and Sale Day price. 

“Shoes bought on Sale Days at Sale prices are ex- 
changed for Summer merchandise not on sale. 

“Shoes fitted properly and worn two weeks up to 
two months are returned because they ‘hurt.’ 

“Shoes worn six months to one year returned for 
adjustment because of not wearing well or hurting. 

“Returns because of claim that shoes tear hose, yet 
nothing in shoe indicates faults and shows perfectly 
smooth lining. 

“Shoes returned because too small yet customer in- 
sists on certain size though salesman tells her that her 


foot needs a larger size and that such shoes are bought 
at customer’s risk. 

“Shoes returned because of various reasons and cus- 
tomer insists on exchange of a shoe of a different 
model and color indicating customer is tired of old 
shoe and wants something new. 

“Returns due to misshaped feet getting shoes out of 
shape and causing wrinkles, not cause of shoes. 

“Returns due to cracking of leather after six months 
or longer wear, due primarily to faulty polish used 
by customers. 

“Returns after customer has had shoe altered. 

“Returns of patent leather shoes because of cracking 
when shoes are worn out of warm house into cold air 

~yet patent leathers are not guaranteed by manufac- 
turers.” 


O. P. Ideator—“What have you done to curb these 
unwarranted returns?” 


Buyer X—“I wrote up the following suggestive note 
to be printed and inserted in all shoe packages: 


OF IMPORTANCE TO CUSTOMERS 


You have been fitted to our best knowledge and 
ability for proper length and width. This sale, 
however, is not complete until we are definitely sure 
that the shoes fit properly and are comfortable in 
every way. Unfortunately, all feet are not con- 
structed in the same manner, nor do all shoe lasts 
conform to exact measurements. Therefore, it is 
up to you, the wearer, to decide if the shoes fit 
properly. 

We, therefore, urge and recommend that you try 
them in your home (on the carpet) for a few days 
and make sure that they are comfortable. We will 
then be willing to exchange them if they are not 
comfortable, providing, they do not show signs of 
wear. 

Returns of worn shoes are costly to both the 
store and the customer, and ill fitting shoes are 
painful and dangerous. It is, therefore, our aim to 
fit you and make doubly sure that the shoes you 
buy here are completely satisfactory. We, there- 
fore, ask you not to return your shoes after you have 
worn them on the street. 

“I placed this suggestion before our executive of- 
ficers, but they turned it down — saying that they 
thought that it would do more harm than good. They 
said that they thought it would be unwise to create an 
impression that our policy on returns or adjustments 
in the shoe departments is not as liberal as in the 
other stores. And that’s where the case rests.” 


O. P. Ideator—“It seems to me that some concerted 
action or agreement on policy by all of the leading 
stores in a city is necessary to check this growing 
liberality in regards to returns. It’s often hard enough 
to make a profit on new shoes without having to buy 
most of them back again. I hope we can find out 
what stores in other towns and cities have done to 
curb returns and report it for the benefit of the trade.” 
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BOSTON 
TO FOCUS 
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Eugene L. Wyman, tr 


W ITH the shoe industry facing the necessity not only 
of making a decision with regard to styles for Fall sell- 
ing, but also of determining price levels acceptable to the 
public and profitable to manufacturer and retail dis- 
tributor; and facing, furthermore, the added necessity 
of attempting to foresee the effect on American business 
of the war in Europe, the twenty-first annual Boston 
Shoe Fair, to be held in that city June 10, 11, 12, and 
13, assumes an importance far greater than in years 
past. It is only at industrial fairs of this kind, where 
large numbers of members of the industry are gathered 
together, that one can get a cross section of opinion and 
the facts which are needed in order to reach a sane 
conclusion. 

That is why the New England Shoe and Leather Asso- 
ciation, which sponsors this annual buying event, is 
confident that the attendance of buyers will exceed that 
of any recent previous year—a confidence shared by 
the exhibitors as evidenced by the fact that an increase 
is expected over last year’s list of approximately 560. 
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L PROBLEMS 


inary European Develep- 
ice and Fashion Outlook, to 
Manufacturers and Buyers Meet, 


June 10-13, 1940 


by OWEN A. THOMAS 
Associate Editor 


An estimate of 600 exhibitors is considered by the 
management to be conservative. 

These exhibitors will be housed in two hotels, also 
as in the ‘past—the Hotel Statler, in Boston’s Park 
Square district, and the Parker House, in downtown 
Boston, close to the heart of the big department and 
specialty store center of the city. Shoes priced for the 
volume trade will be found at the Statler. Higher grades, 
with some few exceptions, are being assigned rooms in 
the Parker House. In order to make it doubly easy for 
buyers to locate the grades and types of shoes in which 
they are interested and make an intelligent comparison 
easily and much more quickly than it could possibly 
be made in any other way, the fair management will 
publish a directory, listing all exhibitors, giving their 
room numbers and the hotel at which they are exhibit- 
ing, and including the approximate retail prices of the 
shoes which are made by the exhibitors. 
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These directories will be given to visiting buyers at 
fair headquarters, of which there will be two, one in 
Parlor C on the mezzanine floor of the Statler, and 
the other in Room 201 at the Parker House. These 
headquarters also will serve as information centers 
where pertinent information of any kind can be had 
during all four days of the show. 

While these two hotels are the only ones at which 
shoes and allied products are to be put on display, 
sleeping room reservations can also be made at either, 
as well as at the Copley Plaza Hotel, the Ritz-Carlton, 
Westminster Hotel, Hotel Touraine and Essex Hotel. If 
applications for accommodations have not yet been 
made by buyers, the management points out, they should 
be sent direct to the hotel selected. 

Unfortunately a good old Boston custom has lapsed, 
through no fault of the fair management. Reference is 
made to the habit indulged in by railroads of granting 
special convention rates for these affairs. But rail 
travel is much lower than it was in the days when special 
convention rates were available and this year it may 
be possible to secure, not only a Summer excursion rate 
but even to take advantage of the special round trip 
rates being offered in connection with the New York 
World’s Fair. Your local ticket agent will be able to 
tell you how to make the trip as inexpensively as pos- 
sible. 


ALTHOUGH the railroads have abandoned special con- 
vention rates, the Boston Boot and Shoe Club refuses 
to abandon its habit of holding a golf tournament on 
the first day of the fair—June 10, in this case. Under 
the leadership of Frank C. Donovan of the F. C. Dono- 
van Leather Company, Boston, and of Louis H. H. 
Salvage, New Hampshire shoe manufacturer, this well- 
known special organization has planned an entire day 
of tournament play for those who are interested. 

The Wollaston Golf Club has been selected not only 
because it is one of the many good courses in the 
vicinity of Boston but because it is a comparatively 
short auto trip from the Statler Hotel. All members 
of the trade—visiting buyers, manufacturers, tanners 
and those in the allied trades—are eligible to participate 
and the club has arranged for a complimentary buffet 
lunch to be served in the club house from 11 A. M. 
until late in the afternoon. As usual, also, there will be 
an imposing array of handsome prizes for the low 
scores in all divisions. 


IN charge of this tournament, in addition to Mr. 
Donovan and Mr. Salvage, the co-chairmen, is a com- 
mittee composed of: Fred Ahern, Bliss & Company; 
W. C. Connolly, Leas & McVitty; John E. Daniels, John 
E. Daniels Leather Co.; William E. Doyle, Doyle Shoe 
Company; James T. Gormley, Day-Gormley Leather 
Co.; A. D. Knight, Shoe and Leather Reporter; Samuel 
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M. Langer, Langer-Lippman Company; Marcus Mc- 
Weeney, Kennedy Stores; John F. Murphy, Ohio 
Leather Corporation; Gordon Scott, Boot AND SHOE 
Recorper; Francis Shea, Barbour Welting Co.; Wil- 
liam M. Slattery, Slattery Bros., Inc.; Eugene L. Wy- 
man, United States Leather Co.; and Maxwell Field, 
secretary, Boston Boot and Shoe Club. 

Publicity Committee: Marucs McWeeney, chairman; 
Fred Ahern, A. D. Knight, J. C. Nicodemus, Gordon 
Scott, and Maxwell Field. 

Registration Committee: W. C. Connolly, chairman; 


Fred Ahern, Bill Larkin and Francis Shea. 


MMIEMBERS of the Boston Shoe Fair Committee are: 
George A. Dempsey, chairman, ex-officio, Farmington 
Shoe Manufacturing Company, Dover, N. H.; Louis H. 
Salvage, chairman, Louis H. Salvage Shoe Co., Man- 
chester, N. H.; Charles T. Cahill, vice-chairman, United 
Shoe Machinery Corporation, Boston; Maxwell Field, 
manager; Robert Adams, Charles Cushman Company, 
Auburn, Me.; J. Edson Andrews, Gale Shoe Mfg. Co., 
North Adams, Mass.; S. D. Ansin, Ansin Shoe Mfg. Co., 
Athol, Mass.; Charles Ault, W. L. Douglas Shoe Com- 
pany, Brockton, Mass.; A. F. Bancroft, Bancroft-Walker 
Company, Waltham, Mass.; George Barkin, A. R. Hyde 
& Sons Co., Cambridge, Mass.; A. W. Berkowitz, Philips 
Shoe Mfg. Company, Haverhill, Mass.; Samuel Cantor, 
Dartmouth Shoe Company, Brockton, Mass.; L. M. 
Carroll, Norway Shoe Company, Norway, Me.; Daniel 
J. Danahy, H. H. Brown Shoe Co., Worcester, Mass.; 
William E. Doyle, Doyle Shoe Company, Brockton, 
Mass.; Arthur L. Evans, L. B. Evans’ Son Co., Wake- 
field, Mass.; Robert Goldstein, John E. Lucey Shoe Co., 
Middleboro, Mass.; Albert E. Gordon, Dainty Maid 
Shoe Company, Haverhill, Mass.; Louis Hartman, 

[TURN TO PAGE 73, PLEASE] 
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H. 
Lists Corrected to May 27th - —- bik — H. 
ST ame oom. No. . No. H: 
HOTEL STATLER Belcher ‘oe oo pens Eisbde< .......569, 571 + Collins-Morris Shoe Co........ ccc n nee O94, 6% H. 
Name Room. No. Bell, D. 5 ahaaaeaete ‘catenin aa 520 Content Semtol tatoo, = = pes ooneaeves Pe . 
ngton Selle-Craft TB Corp.. .... 685 ) la nc Dieccdcesdee ' 
pone Shoe tas “eee Casi ee | ae I 0. cocanechsonureanebeueeiil 835 Comfort Slipper Corporation.................... 504 Hi 
in a aR at ae Sei 512. Beverly Shoe Co., Inc..............--...00 0. W910 Compo Shoe Machinery Corporation ae 
EE ns ncocesnecess oodedgens 1060 Bickford Shoe G3. eeescerercoccocsesccecoecees 686, 688 W514, W516, W518 + 
» RR ace re SE 413 Connolly _anee | RR RRR 202 621, 623 Hi 
Allen Shoe W603 Bona Alien, Inc ES Se Sane See 403 He 
Allen-Squire Co. ..... vscecslll Comolidated Slipper Ce SNDSlasskdchecschs 26, o29 H 
a” tee 781 Continen ins tacreetiedieienieill He 
Suet Thee Go.. We......-2000eeserneee s+. SF oe Co 1 Converse Rubber . .. W614, W6I5, W6I7 Hi 
Ansin Shoe Mfg. Co Cara “A poe wed § Sens, - A... tian gates duesaeutbmatiasintcll 745 Hi 
c lp dala ; W509 ce Co 535, 537 per Slipper adibrpesdamaantte w702 Hi 
Ansin-Anwelt we “ae. Co. SIT Co-operative Shoe Workers, ee 729 Hi 
Arlington Shoe Mfg ~ othe j yma iinet cs albeceasvetieowedussebced sis Hy 
Arnold Bros — “592 Brenda Shoes joseph F. Soper | Shoe Co........ aduidive dead 412 Hy 
Asc Shoe Company.....................438, 440 8renton Shoe Co Comelia Footwear Mfg. Corp................. ws04 
Astor i ack ows Me ONT EO, Saar 687 Coronet Shoe Corp......... 20.2... cc cence eens 960 Int 
Atkinson Shoe Corp.....................834, 836, 838 Bristol Manufacturing Corporation......... _.740 Craddock-Terry ae Corp..........446, 886, 888, 890 int 
Atlantic Footwear Co., inc......................837 Stel Shee Co Ds neievdannallaeibin os t6kbadl 590, $12 “Creative Foote etidh onicsatdonbeadabe siossatl! In 
PENNE cocccccccceccccccecosceccencesees r + tenes ezzanine In 
Atias Footwear Corporation...................W7Il Brews Company Bigs 0 Wien is Chores Cubmen CaS si4, 515 i. 
Auburn Rubber Corp..................0..0c00e0s 683 Surllecton Gocmty’ Sh Paiaeisymersess es-sacteas 757 Ire 
Aven (Bu Mex) Sele Penns ** Seana te vars ” Dainty Maid ay | SG Willies scan tnnes 506, 508 Ja 
Rl Ty, Miinscdccnccsesseussocedes Parlor “F"’ Ja 
B & B Shoe Co., of Chicago................. 620,621 C & $ Shee Co................ rtmouth a sidaweltlranseanie Ja 
OE rn ceicccx cen cébausen tian 822 Cambri ~~ af o.. sic eee SoS. H. €... saeeualent Je 
8-W Footwear Co., Inc.......................058-860 Campus Co.. : ine Diamond Shoe Co. PFE eek Sh . . 1001-1003 Je 
Badger Glove & Slipper Co.............W703, W704 Caneles Shoe M niente bale Dickinson Shoe Co....... a + winhieevoeknnalaaae Jo 
ST PEs Sons coe scncrstsvendhadeasstu nt 633 Carleton & oes ne. as F Dine Shoe Co............ ; Sse 
Banner Shoemokers, Inc.......................... 7 Carmo Miia onc8 betes «isiint Dolly Novelty Shoe Co., Inc................... W605 Jo 
Banner Slipper Co., Inc................. W602, W604 = Carry-Pack ‘8 5 inc ccwen stcasnecehsoteneseile 734 
SE A a: Cannes cecchaddeukécedunceswsd Cat's Paw Rubber Co., Inc 41 Douglas Shoe Co., W. L..................... 433, 434 
ene DEON GOR. o... .. s sicnwckacasec tis ceces 776 §©Central ae Se eitths udesusnestenwhiteasieg Dover Shoe Co................ aie snkanicaaie Ke 
Barr & Bloomfield Shoe Mfg. Co............. 565,567 Charlsam r Corp 1005 Doyle Shoe Company, Inc................Parlor "E” Ke 
Sy SENET SS 634,836 Chelmsford Shoe Co..................cceeees SS |. yt ras 6 Ke: 
Bay Shoe Company, Inc......................055. 857 Chenoweth Bros. ....... wees Durand Shoe Co.................. febbnchesiuee 872 Kir 
EE Ts io sen wccccceesctsaisacenae 573 Chesapeake Shoe Mfg. Co 44 Kir 
Beaudin Shoe Co., L. E................ 006, 008, 689 Clark Shee Co...... 2.2... cc. c cece cc eeeese Kile 
Beckerman Shoe - SS pret 778,780 Claremont Sandal Co.......................... RN I, GO, gnc snccoccncdsnugsss acess 449 Kni 
Bedford Shoe Co. Cobb Shoe Co., Inc., Chas. 658 Shoe Corporation.................. 516, 518, 519 Kn 
(Lewis Heickien Sales Co.).............. 731,752 Colby Manufacturing Co 859 Edmar Footwear Co..................... W501, W503 Ko 
Co. va enna Sales Co.) . Be 2 (85 4 Re mIRR RS pee ice ccscceacseeseuss con 880 Kr 





Bedford Shoe . 
EE ME ng: OES Cnc dcccécccncndecdésenedsss 577 Collingwood Shee Co., Inc Cee acd bevd séscrertacinewersatved 555 
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Name Room. No 
EEE Ts 901, 903 
IR Mas «voces cusnccanendstanl ' 
EEE RE ae 848, 850 
An 5 ons scares vocsansausnas 
Empire Specialty Footwear Ce 406, 408 
Endicott-Johnson Corp 

(Women's Novelty Division) Seenanteha 1066, 1068 
EE a oc cc dunia shane cacdanticnecdel 
i oe adc du tbe od wivaehe Sain 
EE Ce aki ccahneenas ve obetédeade wé607 
Evangeline Shoe Mfg. Co........ jdcdiaeks tae 
pomneee Shoe y SE ae neds 06 cdaeead 410 
Fashion Bilt Shoe isitciumagamndl 661 
Federal Shoe Co EEE Dee 965, 967 
Fein & Glass, Inc W505, W512 
8 PRRs 
Fisher Shoe Co 810, 812 
Fitchburg Shoe Co . 510 
Fitz Bros. Co........ . 848, 850 
Five Star Shoe Co., Inc. 718 
Fleisher Shoe Co...... : 648, 650 

te Shoe Co., The John 447 
Formfitti Slipper Co. ws02 
Franzen Shoe & Slipper Co.. W620 


Frederick-Speir Footwear, Inc................... 878 
Freediender Shoe Co.. <a 507 
Freeport Shoe Mfg. Co., Inc. $40 
Frye Shoe Co., John ee RIE P EET EES 876 





Gaffney Sulkis Shoe Co. — 
Gale Shoe Mfg. Co... . 563, 564, 566 
Gardiner Shoe Co., The 666, 668 
SE i le iiicascccoscccecccccccesccllliiy aa 
Gerber Shoe Co., Inc . inéeasadnle 
Gilash Shoe Company 427 
Gill Publications, The : M i 
Givren Shoe So., E. J. ‘ : .. 418 
Goldberg Bros............ ss 882, 884 
Goldberg & Co., Inc., S.... PE DE . 833, 853 
Golden Mfg. Co., 

(Levi-Weiss les Co.) ..728 
Golden Quality Shoe Co. : . 4% 
Goldwyn Shoe Co.... : ..73 
is void ncaetsccnwesaeeeeneel 583 
Good Will Slipper, DR se shaken 
Gotham Shoe Mfg. Co., Inc. ; 654, 656 
Gove, Ralph ....... oe aad 

rand Shoe Co.. 722 
Great Deal Shoe Co 5% 
Great Northern Shoe Co.. 444i, = 


Great Western a Co. 


Greenwich Footwear Corp. 733 
Grossman Shoe Co.... a 830, 832 
Hagerstown Shoe & ging Co. 736, 738 
Hale Rubber Co., Alfred 8l6 


Hallowell Shoe Co. 500, 502 
Hannahsons Shoe Company 568 
Harbro Mfg. Corp...... 


Hartman eo Ge...... ; : ... 961 
Harvard Shoe Co.. , 

Headway Shoe Corporation ‘ 873, 875 
Heicklen Sales Co., Lewis. 731, 752 
Heilbrunn & Sons, J. - ., 827 
Hercules Shoe Mfg. Corp. 643 
“Hide & Leather & Shoes" Mezzanine 
Hill Bros. Co.. .. 877 
Holly Shoe Compa ae 578 
Holmes, Stickney : "Waiker, lcucewscdceue 
Holtz Shoe Co., Herbert Se 
Horwitz Co., Inc., Vincent. ; ae 
Hubbard Shoe Co., Inc. 663, 664 
Hubler Shoe Co., George W. .. 5% 
Humphrey & Parker, Inc. : 787 


Hyde Athletic Shoe Co. ..... wee 
Hyde & Sons Co., A. R. weil4, Wels 
Inter-Allied Slipper Co. w7i3 
international Shoe Co..441, 442, 585, 586, 588, 673, 675 


Interstate Shoe Co............ 506, 588, 673, 675 
Interstate Slipper Co., Inc. senha W806 
Interstate Stitchiess Shoe / Corp. . Pe, 
Ireland Shoe Co., R. ; . 520 
Jacob & Sons, Inc. 854, 855 
Jacobs & Sons Co., Inc., A...... ke ana 
Jay Shoe Mfg. Co......... 765, 767 
a OS .. 085 
Je Footwear, inc W706, W708 
Johnson-Baillie Shoe Co 

(Lewis Heichien Sales Co.) 731, 752 
Johnson-Baillie Shoe 

(Levi Weis Sales Co.). 728 
esi cddaduasbbaeesde . 863 
CMe Gh... os. ocsncnkecdcsioneese 645 

SS “eee 863, 864, 865, 866, 867 
iro. So. essbevedtecnade 
irsch ON SRE F 
Klev-Bro. Shoe Site: Ge =. 3 
Slipper " Dinieveddcdesnns , 4 

ok ta sc ccccvicsnescececace 415 
Kreider Shoe Co., The A. S 770, 771 


Name Room. No. 
Kreider & Son Co., A. S.............. -e 
Kreider Shoe Mfg. Co., A. S.... 775 
Krentler Bros. Co.......... , 848, 850 
Kyros Shoe Co., Inc., P.... welo 
Laconia Shoe Co.......... wer .wWs510 
Laganas Shoe Co., Chris ... 824 
Ramemster Ghee Gen... ..cccccccccses 701, 703 
Landis Shoe Co., J. 

(Lewis Heickien Sales Co.) 731, 752 
Landis Shoe Co. Rot Sales Co.)......726 
Leatherbury Sales Co., Ed......... Ww6l3 
Geben Thee Gen......0.00. at ..74 
Lenox Shoe Co., Inc.... 857, 859, 86! 
Leonerd & Barrows ‘ .. 409 
Lester Shoe Co.. = .1031, 1052 
Levine, Al and ten dtl, At ..754 
Levi-Weiss Sales Co.. ‘ae ; 726, 728 
— Slipper Co.. W720, 743 

ma Cord Sole and Heel Co. 575 
Lineele Shoe Co., Inc. ; . .622 
Lind Shoe Co........... : : . .420 
Lippert Bros., Inc........ 561 
Lititz Shoe Co.. nets 4% 
Little Falls Felt shoe Co. ous .662 
Longini Shoe Mfg. i See 1058, 1060 
Lorman, Shoe Stylist ET EEE . 759 
Louis Shoe Co..... 1065, 1067 
Lown Shoes, Inc... .wWi0l4, Wi0lé, Wi0l8 
re en e., Me Oh. wccnsedncnteneseucndua 409 
Lucille Footwear Co... y bai 580 
Lumbard Watson Co. ‘ea sedate 958 
Lynn Last Co., Inc. 604, 605 
Maine Shoes, Inc.. 582, 584 

Novelty Shoe Sie Biiccoces 609 
Manning & Co., John P. .. 637 
Manning-Gibbs Shoe Co. : ° 
Marilyn Sandal Company ; 1056 
Marks & Sons Co., The L. V. < 784, 786 
Martin-Tickeles Shoe Co. 700, 702 
Masterbilt Shoemakers 
Maxwell Shoe Co... 7 
Maybury Shoe Co.. 1063, 1064 
Mayer-Herman | i aiaetaeiabsrnetiegia 6 
Mayville Shoe Corp. 870 
Meis Shoe Mfg. Co., Pte Charles..... 1082, 1084 
Melrose Slipper Co., Inc. : wees 879, 88! 
Merry Shoe Co. : 1031, 1052 
Metro-Craft Shoe Co. 586 
Midwest Shoe & Slipper Mfg. Co.. 887 
Milford Shoe Co. 414 
Miller, Hess & Co., Inc. 682, 684 
Miller Shoe Co., WwW. Y. 714-716 
Milton Shoes, Inc. 1059, 106! 
Minor & Son, Inc., P. W. 49 
Mitchell Shoe Co. 
Monarch Shoe Co.. 619 
Municipal Shoe Co., Inc. ‘ 653, 655 
Murray Shoe Co. 748, 750 
Muskin Shoe Co. 766, 768 
Myers & Sons, Inc., D. 763, 764 
Myrna Shoe ‘Co. 642, 644 
Narragansett Shoe Co. 704 
Nashua Slipper Company w7o0l 
National Shoe & Leather Co., Inc. E 420 
National Shoe Mfg. Co., Inc....... 630, 632 
Nationa Shoe Mfg. Co., Inc..... 630, 632 
New England Shoe & Leather Ass'n. Parlor "C" 
New England Slipper Co. 753, 755 
Newhall Slipper Co. Edward 758 
Norma Footwear Co. w820 
Norway Shoe Company 501, 503 
Novelty Shoe Co. 616 
Novelty Slipper Co., Inc. W606 
“Onco" ‘ : 774 
Orange Shoe Co. Kbidp 618 
Ornsteen Shoe Co., Myer T. 877 
Owens Shoe Co. . 660 
Packard Co., M. A. : 416 
Panther-Panco Rubber Co., Inc.. 634, 636 
Paragon Slipper Co. sua 53! 
Paramount Sliper Co., Inc W707, W709 
Parkhill Shoe Co. ‘ 505 
Parkway Shoe Co. : 2% 856 
Pfeiffer Co., Inc., Frank H.... 528 
Philco Shoe Corp. : r 597 
Phillps Shoe Mfg. Co. ‘ 529 
Phoenix Slippers, inc............. weils 
Phyllis Shoe Co., Ne ERR 625, 627 
Pierce Co., s 659 
Pilling Shoe Co., John 722, 724 
Plymouth Rubber Co., Inc 706, 703 
Porter Shoe Company w7i0 
Preston Shoe Company 717, 719 


Wéll, Wél3 
weld 


| Shoe Mig. Co., inc...............W508 
Publix Shoe Co........ sie 606, 608 
Putterman Footwear Corp. wei2 
Queen City Shoe Co..... 955 
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Name Room. No. 
Radio Slipper Corporation - wr7i7y 
Ramsey's “They Cannot — ee SC 
Raymond Shoe Co.. nese 931, 952 


Regent Shoe Corporation .. ” 
Resublic Shoe Co., Div. of General Shoe Corp. 590 
Respro, inc... ' 

Restful Footwear Co. . ee 
Rest-Right Slipper Co....... ....W807 
Roberts-Hart, inc..... sone oseaste 
Rockingham Shoe Co. a 953 
Rondeau Shoe Co., H. O. ‘W912, W914, W916, W918 
Roth Shoe Mfg. Co.... 762 
Royal Shoe Co.. . 5 


Royce Baby Shoe Co. ‘Ww 808 
Rubin Bros. Footwear W502, W504 
Ruth Shoe Co. 800, 802 
Saco-Moc Shoe Corp. . 437, 439 
Saks Shoe Corp., M. J. , 760 
Salem Shoe Mfg Co., Inc... 817, 89 
Shelby Shoe Co. 883 
Sherman Bros., Mfg. Co. . .wei7 
Shieds Slipper Corp........ 742 
Shoe Form Co.. : Mezzanine and 42! 
"Shoe & Leather Reporter" Mezzanine 
Shubador Corporation 

Sibulkin Shoe Co., M. 730, 732 
Skinner & Sons, William weo! 
Smith, James P. 637 
Smith-Levy Shoe Corp.. 677 
South Berwick Shoe Co. 589 
Specialty Shoe Mfg. Co. 509 
Spiegel, J. 706 
Sportwelt Shoe Co. 71 
Stedfast Rubber Co. 628 
Sterling Shoe Co., Inc. 631, 652 
Stewart & Potter Co. , 848, 850 
Stillman Shoe Co., H. C. 1053 
Stone-Tarlow Co. ' 401 
Stratton Shoe Co. 735 
Suffolk-Gardner Shoe Co. . Sal 
Sulkis Shoe Co. ‘ 669, 67! 
Sullivan Shoe Co., The P. 8i4 
Sun Shoe Manufacturing Co. weo? 
Supreme Shoe Mfg. Co., Inc. weo!l, W803 
Tolman Print, Inc. 635 
Tower Stitchdown Mfg. Co. 84) 
Triple Novelty Footwear Co. weo?, well 
Truitt Bros. 783, 785 
United Last Company 848, 850 


United Shoe Machinery Corp. 
Parlor me, w7i4, W7lé, W7i8 
| 


Universal Shoe Corporation 601, 603 
Universal Shoe Mfg. Co. (Specialty oe, 
Craddock-Terry Shoe Corp.) 888, 890 
Vale Shoe Co., ¥ ag : 68! 
Venus Sandal Co., Inc. B43 
Venus Shoe Mfg. 4 wéls, wes 
Viko Shoe Co. 779 
Vinecour Shoe Co., Inc. 679 
Viner Brothers Moccasins : 79 
Vogue Shoe Corporation 954 
Wall-Streeter Shoe Co. 404 
Washington Shoe Company 828 
Wear Best Footwear, Inc. wes0s 
Wear Ever Shoe & Slipper Corp. w7is 
Weber Shoe Company 789 


Webster Shoe Corp. 
"Weekly Bulletin of Leather and Shoe 
News" Mezzanine 


Well-Worth Slipper Co., Inc. 


Werman & Sons, Inc., A. 534, 536 
Wheaton Shoe Co. 562 
Wiley-Bickford-Sweet Corp. 572, 574 
Winchell Shoe Mfg. Co. 443, 444 
Wise Shoe Co. 1065, 1067 
Wolf Shoe Company, A. N. 678, 690, 682, 684 
"Women's Wear Daily" Mezzanine 
Wood & Smith Shoe Co. 777 
Woodard & Wright Last Company 558 
PARKER HOUSE 

Abbott Shoe Co. 238 
Advance Shoe Co. 602 
Air Tred Shoes 638 
Alden Co., C. H. 448 
Altman Bros., Shoe Mfg. Co. 338 
Athletic Shoe Co. 328 
Ault-Williomson Shoe Co. 640 
Bancroft Walker Co. 562 
Bates Shoe Co. 408, 410 
Bellaire Shoe Co. 332, 334 
Blue Ribbon Shoemckers 642 
Boston Shoe Fair Headquarters 201 
Braver Bros. Shoe Co. 242 
Bridgewater Workers Co-operative 

Association, inc. 412 
Brown Shoe Co. 472, 507, Sil, 542, 544 


[TURN 10 “pact 70, PLEASE} 
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OUTLOOK 


Make It While You May! 


@NLY the strong are free today—be it an individual, 
a family or a nation. Free to do, to protect life, liberty 
and the pursuit of happiness. We are in the process of 
making a strong people free from the alarms of the 
world. 

At the moment we are faced with too much talk, too 
much hysteria and too little action. But we will soon 
have plenty of industrial action on all economic fronts, 
even including shoes. 

There is no time to waste—defense preparation has 
started with great speed. Business, even retail, will ac- 
celerate and shoes fit into the picture everywhere be- 
cause people in work and action need more and better 
shoes. 

Skipping all other things, take this from us. Make 
money while you may— it won't be long before you pay! 
Taxes are going to make your eyes pop out—to pay for 
all the belated defense activity. For the time being 
every business has a chance if it is a living force in the 
community. The stale stores will pass out, through 
their fears, delays, cautions and cashless conditions. 

The public will be in a new buying mood soon— 
make no mistake about that. The pattern of the past 
points the behavior of crowds and free persons. 

Cooperation is a high-sounding phrase, something we 
all believe in but few of us actually practice. Make no 
mistake about it. It’s an economic necessity. The world 
is smack up against a fist of a force that can only be 
overcome by a real cooperation of free-spirited people, 
who want to preserve the spirit and ambitions of de- 
mocracy. Woodrow Wilson put it: “The highest and 
best form of efficiency is spontaneous cooperation of a 
free people.” 

Remember too, we are in a situation of acute emer- 
gency, necessitating the swift mechanized preparation 
of our nation for defense and come what may. We have 
suddenly awakened to the fact that we are in a tough 
world and that sweet-sounding phrases are creampuffs 
thrown in the face of brutal gangsterism. 

We can’t go as far as Time did in this week’s issue, 
saying: “Against Europe’s total war, the United States 
army looks like a number of nice boys with B-B guns.” 
The total army of the United States is less than a quarter 
of a million men and someone has said that of that num- 
ber, only 75,000 are in the fighting force, the balance 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


being accessory to the supply and maintenance of that 
group of fighters. We were reassured in President 
Roosevelt’s radio talk that defense mechanism would be 
accelerated immediately. 

There is nothing in our present emergency that says 
time for all cooperation, down to the very shoe store it- 
self; but it will come. Already in the warring nations 
abroad they have unified control of all of the works 
dealing with shoes for army and civilian wear, as well 
as unity of control of every other commodity. Nations 
are fighting nations and you can reduce it, in your 
thinking, down to the point where every pair of shoes 
plays a part. 

When the War Industries Board met in Washington 
in 1927 to ask for the cooperation of the shoe industry. 
I was one of those who had an opportunity to observe 
what was planned for a system of compulsory coopera- 
tion. No nation on the face of the globe (as General 
Hugh S. Johnson has often put it) was as effective in 
its cooperation for the one purpose of war as this group 
of free peoples—the United States of America. From 
the official records of that time, we quote from the re- 
port of “one of the most ambitious programs attempted 
by the Board”—and remember, shoes were the first 
industry to serve as a guinea pig for a complete co- 
ordination, from the retail store through to the tanner 
and hide puller. Here’s what the report says: 

“A committee representing the retail merchants of the country 
was called to Washington and notified that immediate steps must 
be taken . . . to put the entire industry, including the manufac- 
turers, distributors, and retailers of shoes for civilian use on a 
controlled basis. The first step in this direction was taken on 
June 29, 1918, when the Conservation Division issued a set of 


regulations broadly outlining a scheme for cutting down the 
number of ares, colors and lasts of shoes and eliminating 


certain styles . 

Fortunately the war was over before these regulations 
of retailing went into effect but the pattern and the 
plans are still in the hands of Washington and if things 
get tougher, we'll be in for it—just as every merchant 
in England is now faced with regulations, restrictions 
and price pledges. 

President Roosevelt in his radio talk said: “This 

[TURN TO PAGE 74, PLEASE] 
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Black suede side-bow 
pump with worsted faille 
trim. On 21/8 Boulevard Heel. 


Black suede 
four-eye tie with black 
patent trim. On 18/8 heel. 















Conga Brown 
suede bow pump with 
open toe. Genuine beige 
Calcutta lizard trim. On 21/8 
Boulevard Heel. 








Black suede side-gore 
step-in pump with patent 
trim. On 20/8 square heel 











DETTE has made its reputation with retailers and 

women as the $4.00 shoe with the perfect combina- 
tion of beauty, poise and charm. The Odette line for 
Fall, now ready, is designed in this same spirit, with the 
greatest possible emphasis on style and beauty. 

There are new treatments in the lines of the shoes . . . 
clever elasticized features in pumps, ties that are really 
different. Heels take the spotlight with novelty treat- 
ments in covering. The Fall favorite, rich, black suede, 


in all wanted heel heights, is trimmed with patent rep- 
tiles, and fabrics for added interest and appeal. 

Odette, the glamour line of 1940, is all ready to repeat 
its success for the big Fall season. If you want to meet 
the winner in the $4.00 field, meet Odette, the line 
that’s styled for volume appeal. 


Brown Shoe Gompan 


Manufacturers St. Louis 


The perfect combination of BEAUTY, POISE AND CHARM 





Loveman, Joseph & Loeb’s 
basement shoe department 
section for women and 
children, located across 
the basement’s front end. 
The men’s section is at the 
far corner in the rear of 
the basement. Both are 
under the same manage- 
ment. 
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GOOD SHOES AT LOW PRICES 


Basement Department 


Success Formula 


Barney Owen, Manager of the Basement Shoe De- 
partment of Loveman, Joseph & Loeb in Birming- 
ham, Believes in Quality Merchandise for Basement 
Customers. Bargain Buys of Good Shoes Build Loyal 


BARNEY OWEN 
Manager of Loveman, Joseph & Loeb’s 
basement shoe department. 


WHEN a basement shoe department in a city of a 
few hundred thousand people passes the $100,000 a 
year volume mark, the management behind this depart- 
ment becomes a matter of real interest to the trade. So 
the management ideas of Barney Owen, manager of 
the basement shoe department of Loveman, Joseph & 
Loeb, in Birmingham, Ala., will be of interest, both 
because they are good and because they have worked. 

“A basement department in any department store of 
good class should be run with sizes and good shoes,” 
says Mr. Owen. “The big difference between the base- 


ment department and the upstairs department is in the 


Customers for This Department. 


type of buying rather than in any extreme difference 
in the quality offered. In other words, in the store of 
good class the basement customers are people of low 
funds, but good taste. This is even true sometimes in 
basements of second and third rate stores, and this gap 
in funds of the customers has to be filled in by astute 
buying, and not by an effort to put over cheap styles 
on customers of good taste along with the customers 
of poor taste who are always found in any basement 
department.” 

Mr. Owen goes to market seven or eight times a year. 
His buys are odd lots, returns, cancellations; styles be- 
ing closed out. He gets good shoes, and carries sizes 
from AAA on through. He explains his many buying 
trips as due to his policy of carrying good shoes that 
he gets from opportunity buying: 

“The regular high priced shoe department merchan- 

[TURN TO PAGE 62, PLEASE] 
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The Welton—a Skuffie by Foot Saver. 
In Stock now No. B-331, $5.60. All 
W bite Softie Calf (punched through). 
The Famous Welt-Flex Construction. 
No. 264 Last, 14/8 Square Cuban Heel. 


FOOT SAVER SHOES 


Nationally Advertised .. . And No Kidding! 


Foot Saver national advertising doesn’t 
consist of 10% advertising and 90% mer- 
chandising ballyhoo. It’s a real campaign, 
running three months in every season— 
not a single flash in a single magazine. 
Foot Saver’s Fall Schedule includes 
pages in Good Housekeeping, Vogue, 
and Mademoiselle, and half pages in 
Woman’s Home Companion. And every 


advertisement in every magazine is in 


color. The total circulation of Foot Saver 
Fall advertisements will exceed eleven and 
a half million copies. 

Consistent national advertising, plus 
liberal local cooperative advertising 
backing up shoes that are famous for 
quality, style and perfect fit—all these 
make the Foot Saver franchise unbeat- 
able in its class and, per dollar invested, 


the most profitable line a dealer can buy. 


Midwest Shoe Fair « Netherland Plaza Hotel « Room 901 
Manufactured by 


THE JULIAN & KOKENGE COMPANY 


COLUMBUS, OHIO 
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ONLY €80 COONS sno Mare Enomeo 


A SEPARATE BUDGET 


GREATEST 
NATIONAL ADVERTISING 


Ou 


RED CROSS SHOES ARE SOLD BY 


THE BEST MERCHANTS 


OMLY RED CROSS SHOTS GIVE YOU 


THREE COMPLETE LINES 


EXCLUSIVE “LIMIT” LASTS 


THANKs to our loyal Red Cross Shoe dealers 
... and to the more than 13,000 women who 
buy Red Cross Shoes every day .. . our 
unprecedented record continues: Again, 
in 1940, The United States Shoe Corpora- 
tion has not lost a single day’s production. 


When you visit the'Mid-West Shoe Fair in 
Cincinnati . . . be sure to stop in at the Red Cross 
Shoe Exhibit, Room 722, Hotel Netherland Plaza. 
Also plan to visit the Cincinnati plant of The 
United States Shoe Corporation . . . the largest 
factory in the world devoted exclusively to the 
making of women’s high-grade shoes. The United 
States Shoe Corporation, Cincinnati, Ohio. 


RED CROSS SHOES @ 


THE UNITED STATES SHOE CORPORATION + CINCINNATI, OHIO 
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Krippendorf 


FOOT REST 


2H UE 


Headaches result from taking a whirl with fea- 
ture shoes that don’t repeat. You can really get 


somewhere with Foot Rests. These shoes are excep- 





NATIONALLY ADVERTISED 


FOOT REST FACTS tional profit makers, and you 


Continuously in Good Housekeeping. Vogue, 


frpacrwttcamernjan ter | Cay byuwdd a lastin g business 


ing Free material for retail advertising. 


ALL CINCINNATI MADE 


The only feature line in its price class that is built 
ent. 


A ie | Om them. Watch Foot Rests! 


ONE BRAND _. ONE QUALITY 


All our skill and resources are devoted to making 
one single line. Best in America, at this price 


70 SHOES IN STOCK 
* 
EVERY FOOT REST IS A SEWED SHOE 
* y ¢ J 
WELTS AND LITTLEWAYS Nationally Advertised 
* 


SMARTEST STYLES ‘ - - 

ALL WITH FOUR SPOT COMFORT 16 50 ry 6 95 
A— Heel Cushion e, r J 

\ B— Rolled Insole, aids poise 

A C— Metatarsal Cushion Slightly Higher Denver West 

on Suen seein ings hod 


THE KAIPPENDORF-DITTMANN (CO., Cincinnati, Ohio 


MAKERS OF WOMEN’S QUALITY FOOTWEAR FOR 72 YEARS 
New York Showroom: Marbridge Bidg. 
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ENTHUSIASTICALLY sponsored 
by the Ohio Shoe Retailers’ Asso- 
ciation, the Fifth Annual Midwest 
Shoe Fair will be held June 9, 10 
and 11. Over two hundred of the 
industry’s leading shoe manufactur- 
ers will exhibit their Fall sample 
lines. This is your opportunity to 
cross the threshold of Fall fashion 
and profit. It is the top ranking buy- 
ing event for 1940. 











BOOT anv SHOE RECORDER, June 1, 1940 








l 9 4 0 We are celebrating our 10th successful year 
under the capable and efficient leadership of W. T. 
Dickerson, founder and President of our Company. 


No cake or ice cream—but many, many 
thanks to our loyal dealers—dealer friendship has 
played an immeasurable part in giving to the women 
of our country— 


AMERICA’S FINEST CORRECT SHOES 


THE WALKER T. DICKERSON CO. 


COLUMBUS, OHIO 


MID-WEST SHOE FAIR 
NETHERLAND PLAZA — ROOMS 1014-16-18 


J. P. LUCAS — LARRY MINOR 
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4 Stwaiight int tr Bette Business 


“DREW-DRESSY GYPSIES- 
FIT-PERFECTLY 


Drew ARCH REST SHOES offer you an im- 

pressive line with the profit and merchandis- 

Fond ing opportunities you need. Authentically 

styled, expertly tailored, made of carefully 

selected finest materials, and they are fault- 

Point Fitting ae less in their sculptured-to-the-foot fitting. 


ent at cece “A Straight Line to Better Business” 
Inside Counter 


“gia Shenk a LIGHT-WEIGHT-FLEXIBLE- 
os WELT-CONSTRUCTION WITH 
THE FAMOUS-ARCH-REST 


Cupped Hee! Seat 
ms ae FEATURE 





Cupped Heel Seat (2 


Built-in Features—Five to six iron 

insoles double-flexed with extended 

“Arch Supporting” cookie. Seven 

and eight iron outsoles treated and 

reduced to very light edge. Broad 

right and left tempered shanks to fit 

bottom of each last, with a metatarsal 

button between insole and outsole. 

Patterns are drafted to fit individual vee cae 

lasts in all sizes and all widths. Phage 
No. 6774 Black 
Suede Calf 
ent Trim C 
let Tie Stitched 
and Perforated 
Through, Extended 
Arch Rest Insole, 
5/8 Patent Cuban 

Fiexible 


THE RHYME 
—IN-STOCK 
No. 6798 Black 
Suede Calf, Alli 
gator Trim, High 
Riding Slenderized 
Gypsy, Stitched and 
Perforated Through, 
Extended Arch 
Rest Insole, 15/8 
Alligator Cuban 
Flexible See and inspect the Dren 
ARCH REST scientific con 


_ struction features on dis 


THE RHYTHM 
Room 618, Netheriand 


—IN-STOCK ai play, 
No. 6853 — Black T R t | laze ) inatt hio 
re gt 4 0 e Plaza Hotel, Cincinnati, Ohic 
Midwest Si.o¢ F 


Kid, Patent Trim, 

3 Eyelet Tie, High 85 to 7.85 
Riding Slenderized . 

ytd oh supented 

Are! est Insole. ‘ 

16/8 Patent Broad With Liberal Mark- 
Cuban Heel. Fiexi- it up 
ble Welt. 


Ducw- tooch Ith Eo 


THE IRVING DREW CORP., LANCASTER, OHIO—30 minutes from Columbus 
New York Office: 746 Marbridge Bldg. 
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TO produce and stage a fashion show and ban- 
quet, more perfect and more glamorous, and, 
yet more practical than the one you saw in Cin- 
cinnati last year, has been the very large order 
given to the Midwest Shoe Fair Style Show 
Committee listed below. In a sense it was more 
than an order, rather a command performance 
from Shoe Fair headquarters, that this year’s 
show must be “the one to remember,” surpass- 
ing even that glamorous effort of last year. And 
so, in the luxurious setting of the Netherland 
Plaza Hotel’s Hall of Mirrors, on Monday eve- 
ning, June 10, you will see this brilliant fashion 
pageant. Perhaps you will remember the crys- 
tal brilliance of the Hall of Mirrors during the 
gallant event of last year. Picture then, if you 
can, all the best in this year’s apparel and shoes, 
reflected from every conceivable angle, and a 
few that even Hollywood has yet to think of, in 
these hundreds of mirrors which form the walls 
of this beautiful room. There you have a slight 
conception of this fashion show and banquet, 
but here are further details. 

In staging this extravaganza first thought has 
gone to SHOES, and over 50 of the finest man- 
ufacturers have developed models especially for 


The 1940 Midwest Shee Fair 
Style Show Committee is 
headed by 
R. G. Nunn, buyer of women’s shoes 
for the Potter Shoe Co. Other com- 
mittee members include E. E. Held, 
Mabley & Carew; W. E. Newbold, 
Newbold’s Bootery; T. B. Kilcrease, 


Giddings; Joseph Stern, United 
States Shoe Corp.; F. X. O’Brien, 


Krippendorf-Dittmann 


this show, and you'll see them worn by 25 of 
the finest models in America. Long famous as 
a capital for beautiful girls, this year you'll 
find Cincinnati’s models more beautiful than 
ever . . . and for the center theme of all this 
pageantry, designers have gone to the rich col- 
ors of English Fox Hunting print and the pro- 
duction number features just such a print with 
mannequins dressed in glorified Hunting Pink. 
All this is staged against the background of 
gleaming silver and black velvet. What a treat 
for the visual senses; but, that is not all, for 
interspersed in this panorama of style, at short 
intervals, you'll hear top flight vaudeville per- 
formers, stars fresh from radio and night club 
performances. 

And finally, a magnificent banquet quietly 
and efficiently served; then dancing at the Pa- 
vilion Caprice—that’s the committee’s design 


for a perfect evening. 


Evening Dress by Kiviette; available at H. & 
S. Pogue Co., Cincinnati; Lace by Matthew M. 
McCarthy, Inc., New York. 


Hat illustrated below and on frontispiece from 
Draper, New York; available at John Shillito 
Co., Cincinnati. 

















hah Ute PE 


Deed 


me Dare 
ae 


eS ae 








MIDWEST 
SHOE 


























UNDER the able direction of Frank Weber, 
chairman of the Midwest Shoe Fair organiza- 
tion, plus the active support of the Ohio Shoe 
Retailers’ Association, headed by President 
W. E. Newbold, the hard-working Fair com- 


mittees have completed arrangements for the 





fifth annual mid-year showing of footwear 
fashions in Cincinnati. The stage is set. And 











let no one tell you these gentlemen haven't 
labored long and well to set up a show that 
will be marked down as an outstanding trade 
event of 1940. The committee organization is 





made up of department store buyers, indepen- 
dent shoe merchants, shoe manufacturers, 
Committees shoe wholesalers, trade press and Chamber of 
Commerce representatives. Never was there 
Build A a group of shoe men more keenly interested 


Show For in the success of a venture. They have given 








Buyers 








ir com- 
for the 


mber of 


as there 


e given 


unsparingly of their time. Representing every branch of 
the industry, they have brought into the Fair planning 
not alone a wealth of experience but an element of bal- 
anced judgment, which has put the Midwest Shoe Fair 
on a sound footing. 

It has become trite to report each year that this will 
be the biggest show or surpass that of last year. Suffice 
it to say that the number of exhibitors will about equal 
those of a year ago and that hotel reservations made to 
date by out-of-town buyers exceed those of a year ago. 
Examination of the list of exhibitors throws light on the 


Gown by 


Samuel Chapman. 


most distinctive feature of the Midwest 
Shoe Fair; that is, that the industry’s 
high-grade concerns from New England 
to California are included therein. 

Thoroughly cognizant of the fact that 
time is an important factor in the busi- 
ness life of the average shoe merchant, 
the Fair management purposely has ar- 
ranged a simple program, thus allowing 
buyers plenty of time to examine lines 
on display. 

Incorporated under the laws of Ohio, 





the Midwest Shoe Fair is a non-profit organization. No 
salaries are paid to anyone except those which go to sev- 
eral clerks who handle routine work. All fees paid by 
exhibitors are spent in promoting the merchant atten- 
dance, setting up directories, preparing display signs, 
and engaging entertainment which supplements the run- 


way style show. 

Active business headquarters of the Fair organiza- 
tion in Parlor K of the Netherland Plaza Hotel have 
been under the able direction of Mrs. A. M. Sandke. All 


hotel reserva have been handled by this office. 
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It is high time for thousands of shoe men, men 
who are not only expert fitters but also smart mer- 
chandisers, to get back to the fundmentals of profit- 
able shoe retailing. Too many good shoe merchants 
have come to think that big profits are in having 
some “hot” or “new fangled” pattern at the right 
time, all the while forgetting that the most accept- 
able pattern must fit the human foot and be worn in 
comfortable locomotion. Owners of such stores are 
not really in the shoe business; they are in the mil- 
linery business. 


But shoe men who have studied the functional 
processes of the human foot know full well that a 
real shoe business must be built on the foundation 
of a sound fitting service. Where such a service is 
intelligently administered season after season, you 


Orthopedic Last-— No 
2065 The Kelso tie, 
10/8 heel rubber top 
Black suede with black 
calf trim. Long inaide 
counter 


444A to B, 4% to 9 


Drestred Last—No. 2060. 
The Russi tie, 14/8 
wood heel. All over black 
anede. Long inside 


AAAA to D, § to 10 


Mille; 


THE MILLER SHOE COMPANY 
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will find a repeat-customer trade that is hard to dis- 
lodge. Furthermore, dealers who follow this course 
build businesses that are a credit to their commu- 
nities. They are the shoe men who are really in the 
shoe business. 

Ours is a source of supply for dealers who are 
really in the shoe business, dealers who realize that 
real consumer acceptance is created at the fitting 
stool, dealers who know how to cash in on their 
knowledge of orthopedics. 

Miller Health Shoes are built over the finest 
collection of scientifically developed orthopedic lasts 
in America. We offer the most complete, unadulter- 
ated orthopedic program to be found anywhere. In 
short, we have a real opportunity for men who want 
to capitalize on their knowledge of feet. 


Harmony last-—No. 2069 
The Gale tie, 
celluloid heel. 
suede cp and 
lea tip and facing. Long 
inside counter 


AAAA to E, 4% to 10 


Health Last—No. 2057 
The Choctaw tie—12/8 
wood heel. Black suede 


A Deluxe shoe for > sad 
the most acute foot . } pT Ly 
counter. sufferer. Is kind to ‘ 
Bunions, Splay Feet AAAA to B, § to 10 
and Corns. 


Uh ET 
ET eau SUES 


COOK and ALFRED STS. . . . CINCINNATI, OHIO 


black calf tip and foring 
Long inside counter. 
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DON'T FAIL TO SEE THE PATENTED 


Heel Gripper and Fashion Poise lines 
in Smart Walking Shoes 


Every feature devoted to comfort, plus a complete coverage of 
lasts and patterns from 12/8 to 17/8 heel heights. Every shoe 
Littleway lockstitched. 


THE ONLY LINE OF WALKING SHOES RETAILING AT $4 AND $5 MADE IN CINCINNATI 
CINCINNATI BOSTON 


= WMiweaee Coos. Hhre Mp, = 


712-14 338 
CINCINNATI Write for instock folder 














Again —we salute the shoe ity 


men of the Cincinnati district for 


a ae Low heel style shoes for women and 


Midwest Shoe Fair. 
;: ROOM 120! 


Netherland Plaza 
MIDWEST SHOE FAIR 


growing girls — $4 and $5 retailers 


Reliable pattern service after 


PREMIER PATTERN CO., INC. THE SCHAWE-GERWIN CO. 
229 E. 6th St. CINCINNATI. ©. CINCINNATI OHIO 





























CONE NONE NE NONE NEN 


C 
C 
C 
C 
C 
C 
C 
C 


SEE THESE TWO GREAT STARS 
AT THE FALL SHOE FAIRS 


~oslaf At d Cy a atic 


our success - proved “walk - on - air” a flexible, cushioned construction 
construction in 4.00 and 5.00 arch shoes in our 3.00”Graceful Arch” shoes 


“OAKIE DOAK™ 


welcomes 
you to the 


Midwest Shoe Fair 
“Oakie Doak” is the spirit 
of American Oak. He is 
the symbol of nearly sixty 
years of constant effort to 
perfect the art of tanning 
sole leather. 


This effort, backed by 
scientific research plus 


more then sixty yeers of Chain Store Efficiency 
practical experience, has ; 
resulted in the finest sole leathers money can buy. ye are sro — 
All AMO-TAN sole leathers are superior, but those to independent retailers in the 


bearing the ROCK OAK brand are outstanding. That's Recorder’s Stock Record System 
because only the choicest cuts from each AM-O-TAN 
bend are given this brand. Samples on Request 


That's why ROCK OAK soles on a pair of shoes are MERCHANT” ERVICE DEPT 
an absolute guarantee of customer satisfaction. RC “4 dh s , h : 
209 So. St., Chicago, Ill. 


THE AMERICAN OAK LEATHER CO. 


CINCINNATI CHICAGO ST. LOUIS BOSTON 


MIDWEST SHOE FAIR « 621 NETHERLAND PLAZA 
BOSTON SHOE FAIR + 784, 786 HOTEL STATLER 


The L. V. MARKS and SONS Co. 
534 SYCAMORE ST., CINCINNATI, OHIO 
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817W22 


817W22 Black Lastex Suede 
with elasticized braid. 21/8 
China heel. Widths AAA to B. 


117W22 Same as above in 
Wine Lastex Suede. Widths 
847W26 Black Last 7” tae ood 
. ack Lastex ‘ 847W22 Same as above in 
Suede with 17/8 Tractor \‘ * Black Lastex Suede. 17/8 
heel. Widths AAA to B. 3S Continental Heel. Widths 
647W26 Same as above AAA to B. 
in Blue Lastex Suede. ~ ‘ 
Widths AAA to B. 


817W34 


817W34 Black Lastex Suede 817W 40 Burg’s Black 
Hester perth pg FP —_Lastex Faille with Burg’s 
Lizard trim. 21/8 Pyramid npn 6 “ 
heel. Widths AAA to B. tex backing wit 

> Ermine snakeskin 


847W34 Same as above with . : 
17/8 Pyramid heel. Widths trim. 21/8 China heel. 
AAA to B Widths AAA to B. 


817W40 817F80 Black Lastex Suede 
and Black and White 
Lizard. 21/8 Tractor heel. 
Widths AAA to B 


817W30 Black Lastex Suede. 21/8 
Flying Wedge Heel. Widths AA and B. 


117W30 Same as above in Wine Lastex 
Suede. Widths AA and B. 

847W30 Same as above in Black Lastex 
Suede. 17/8 Flying Wedge Heel. 
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MORE EXCITING... MORE BEAUTIFUL 
MORE OUTSTANDING FOR FALL THAN 
EVER BEFORE ... AGAIN FEATURING 


BURG’S e 
> 


Style sells and style attracts... but style is only one of 
the reasons for the tremendous dealer and customer 
demand for PARIS FASHION SHOES! They have 
the quality, fit and workmanship usually seen only in 
higher-priced lines. Yes.. PARIS FASHION SHOES 
give you every selling advantage . ..a line designed 
for volume, profitable, customer-building selling! See 
PARIS FASHION SHOES before you buy for fall! 


WOHL SHOE COMPANY 


Saint Louis, Missouri 


@ Complete Lines Shown at ail ” 
Conventions: 
Dalias, Texas, Adolphus Hotel, Partors D, E and 
Cincinnati, 0., Netheriand Plaza Hotel, Rooms 606 


and 5 
| — Cal., St. Francis Hotel, Reoms 714 
Charlotte, N. C., Hotel Chariotte, Rooms 520, 524 


526. 
Moines, fowa, Fort Des Moines Hotel, Rooms 


17 and 318. 


817W40 Burg’s Black 
Lastex Faille with Burg’s 
Lastex backing with gen- 
uine Ermine snakeskin 
trim. 21/8 China heel. 
Widths AAA to B. 


“8 doreayigey Ht 
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HUGTITE SHOES 


Fall Hugtite Shoes—the outstanding 
line in the $400 to $5.00 retail field— 
will be on exhibition June 9-10-1I1- 
12-18. 


CINCINNATI 


During the Midwest Shoe Fair in Rooms 610-612, The Nether- 
land-Plaza Hotel. Meet again our representatives, Mr. Louis 


Stern, Mr. Ben Tolpin, Mr. James Shor. 


COMBINATION 


BOSTON 


During the Fall Show Fair in Rooms 1082-1084, The Statler 
Hotel, with Mr. Maurice Pleatman, Mr. Edward Roseman, 
Mr. John M. Davis. 


HUGTITE WHITE SHOES IN STOCK 


Great preparations have been made to take care of your immediate needs 
in white shoes and blacks too—Visit our sample rooms for the outstanding 
proven styles for spot delivery and for fall—Get acquainted with Hugtite 
policy and quality. No similar line offers you Hugtite opportunities. 


THE CHARLES MEIS SHOE MFG. CO. 


CINCINNATI OHIO 
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ou ll be seeing 
New Rhythm Step 
Styles with a 


5-POINT SALES 
PLATFORM 





The “plus” of a new way to 

walk—with a dramatized story 
of triple support that’s weightless. 
Has stepped up sales for dealers 
from coast to coast, in a really 
sensational way! 


The famous 3-step test— 
makes it easier to get women 
in for a “try-on.” Puts extra sell- 
ing impulse behind Rhythm Step’s 
exclusive feature—weightless 


Rhythm Treads. 


The Rhythm Step men are on their way now—with style ideas and selling 
s that should figure importantly in your fall and winter promotions. 
“Hold everything” until you see them! 


A big, national advertising 

program directed to Amer- 
ica’s most important buying 
groups—in five leading women’s 
magazines—an audience of nearly 
10 million women. More advertis- 
ing impressions than ever! 


Local advertising and mer- 

chandising program—through 
newspapers, window displays, 
radio recordings, magazine tie-ins, 
colorful mailing circulars and 
package inserts! A complete 
“package” of retail-tested pro- 
motion material. 


Advance styling—picked as leading, season-long 

“best sellers” by outstanding style authorities. 
Distinctively a style line—with the “plus” features of 
extra support with no extra weight! A combination that 
makes Rhythm Step America’s fastest growing women’s 
specialty shoe! 


GET THE LATEST NEWS FROM THE RHYTHM STEP MEN! qnuthy, 


STEP. 


™ 0.9.08" 


Rhythen Sepp Shoes». ud” 


Made by JOHNSON, STEPHENS & SHINKLE SHOE COMPANY, ST. LOUIS, MO. 








Ps MID Wes 


TORS 


A E 

Exhibitor Room Number Exhibitor Room Number Exhibitor Room Number 
Air Step Div. Brown Shoe Co. fees ...907 Eastern Footwear Corp................ James Shoe Mfg. Co. ; .. 818 
Air-Kushin Shoes, Inc..................-924 Jarman Shoe Co... ee Ae pep eee 7H 
Altman Bros. J. Edwards & Co » squeals cepa 
Altman Bros. Shoe Mfg. Empire Specialty Footwear Co Jefferson Shoe Co.... . 1030 
American Girl Shoe Co. . of Natl. Endicott-Johnson Johansen Bros. Shoe Co. 1501-02 

Shoe Corp. Enna-Jettick Shoes Johnson-Stephens & Shinkle Shoe Co... . 1237 
American Shoemaking Sg torn dv nnvese' een Joyce, Inc. ... ie 
Arch Preserver Div.—Selby Shoe Co.. Ephrata Shoe Julian & Kokenge Co... 
Athletic Shoe Co . 902 Juvenile Shoe Corp.. 


K 


Kane, Dunham & Kraus 
Feder Gregg Shoe Co Geo. E. Keith Co. 
































Baris Shoe Co., Inc........ ry ey Co i 
Shoe . Shoe eae. Ss Geo. E. Keith Co.... 
+ apaeed eng y aa . Florsheim Shoe Co.—Ladies Div. wreews Keith, Keith, & McCain 
Blue Ribbon Sieenatien Florsheim Shoe Co.—Men's Div......... Keystone Slipper Co. 
Forest Park Shoe Co Knight Slipper Mfg. Corp. 
Franzen Shoe & Slipper Co - Knipe Bros., Inc.. 
Freeman Shoe Corp............1230 & 1228 WL. Kreider Sons Mfg. Co. 
Krippendorf-Dittman Co. 


° LaValle, | 
Gale Shoe Mfg. Co................... oa Se Se 
General Display Corp. Little a Co.—Div. General 3 
beri Sh Lockwedge Shoe One r 
Lown Shoe Co.. 
M 


Mackey-Storr Inc. .. ° rere 
erg ye 8 Shoe Co... 1211-15 
ae e L. Marks & Sons " 621 
Groves Shoe Co... Masterbilt Shoemakers—Div. of 
Craddock eng Shoe Corp. .. 117-19 
Chas. Meis Shoe Co — 
The Chas. Meis Shoe Mfg. Co. .. 612 
P. Ha ice Lnglh chiens Miao J. G. Menihan Corp... Aisi 
Hanan & $ Praiedcunt Metro-Craft Shoe Co.. sa 
M.S. vin cdaceoccewe eo mag Shoematers, Inc. 
Hermal Mi town Footwear, Inc. 
doy Midwest Shoe Fair Office Parlor K 
Hildebrand Shoe Co., | Mi . 1139 
sa geeeeaatebabariet 1126 a isacaanahes<--  - 602 
H ius —Debonaire Div......... 60! 
ae oe Milius Shoe Co., Paul G. Williams 


Huiskamp Bros. Co Div. .3: . 1007-1009 
Huntington Shoe Co., Inc 1. Miller , es 


Miller Shoe Co. 
Huth & James Shoe Co.............. P. W. Minor & Son, Inc... . 


D. Myers & Sons, Inc... .. 
[Turn to page 72, please] 
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The consistent growth in 
popularity of LITTLEWAY 
and UCO LOCKSTITCH 
shoes is due in large meas- 
ure to sound construc- 
tion features and a well- 
earned reputation for com- 
fort and flexibility. 

As indicated on the chart, 
production reached an 
ALL-TIME HIGH on 
April 1, 1940. 
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WALK- E-OVER 


produces 
a hundred new 
ideas for Fall 
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= YOUR EYE on these Walk-Overs— 


they’re going places—in a hurry. Our Salesmen 
are now on the road heading your way with the 
most original, saleable ideas that ever made Walk- 
Over another name for winner! Promotional shoes 
that sell in volume! 

National advertising in Life, Collier’s, Vogue, 
Mademoiselle will make these shoes two-thirds 
sold before you show them. 

New 12-day “rush” reorder service. 

New Spring Arch* “promotional special.” Be 
sure to get all the facts. 


Memo on Men’s you shouldn't miss 


New Vagabonds... Mudhounds... Sandwich Sole 
..- Wings... New Superflex construction on Spring 
Arch Shoes . . . Special oil-treated flexible soles . . . 
New smart lasts... 

Greatest array of new leathers, grains particu- 
larly, we’ve ever shown. New Tangerine shades. 
New chevron stitchings. New bevelled pinkings. 


New original patterns loaded with smart looks. 
Priced to retail very profitably at $7.50 to $10. 
A few higher. 


Famous names the public know and ask for— 
Cabana, Cossack, Princess Pat, Spring Arch. 

Fashion Features . . . Walled Toes, Wedges, Plat- 
forms, Half-hite Heels. New heel treatments. Full 
line of elasticized patterns—it’s a year of “pull- 
on-ease.” Low-heeled sports. 

New wonders in welts with or without the 
Spring Arch. Presenting exclusive Walk-Over 
scoop in elasticized tie effects. 

Priced to retail profitably. Cameos $6.95 to 
$7.75. Custom Grade $8.75 to $10.95. Higher 
west. 

Geo. E. Keith Company, Factory and Sales- 
rooms, Brockton, Mass. You’re always welcome! 
Or wait for that Walk-Over Salesman. He’s headed 
your way. 


SREG. U. B. PAT. OFF. 


f GEO. E. KEITH COMPANY 3 
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XTRA!... EXTRA!... The new Fall DOUGLAS line 
is the COMPLETE Line—Completely New. Extra 
Fast Styling! Extra Value! Extra Speedy Turnover! 
That’s what makes DOUGLAS the buy of the season! 





Key retailers who have seen this line say, “Here’s the 
COMPLETE line that will move!” Get your vote in early. 


25% , i Write or wire for complete information. 






W. L. DOUGLAS SHOE CO. 
BROCKTON ©* MASSACHUSETTS 


200 CHURCH STREET « NEW YORK CIT’ 
HOTEL LANKERSHIM. LOS ANGELES CALIF 





Special Proposition 





For Volume Orders 






Co-operative Local 






Advertising. 





TO RETAIL PROFITABLY AT 


$395 , $t00 





Oo the 
buys. 














See the COMPLETELY NEW DOUGLAS LINE at the BOSTON SHOE FAIR ¢ Room 434 ¢ Hotel Statler © June 10, 11, 12, 13, 1940 


MR. RETAILER: sec vou wavine 


Let us be frank: Plenty of retailers are having trouble with 
stretchable shoes and it is of vital importance to your good will 
and your pocketbook that you should know the reasons. Here 
they are: 


(A) If the stretchable backing material is not properly con- 
structed it will creep in the shoe under wearing condi- 
tions, with the result that a week or even less after the 
shoe is bought the owner will find her shoes a half or 


even a whole size smaller than when she bought them. 


(B) The commonest cause of the creeping of stretchable back- 
ing is that the material was held out beyond its normal 
width through the use of sizing. The retailer should 
demand a guarantee from the manufacturer that any elas- 


tic backing material used by him was free of sizing. 


(C€) In laminating stretchable backing with leather or fabrics, 
it is essential that the proper cement be used. The right 
cement permits the laminated material to breathe. The 
wrong cement makes the laminated material as imper- 


vious to air as a sheet of rubber. 


WMLOS 


INVENTOR OF STRETCHABLE SHOES 








? 


TROUBLE WITH YOUR STRETCHABLE SHOES, 


There is one sure way and only one by which the retailer can protect himself 
against the abuses outlined heretofore. If he insists that every stretchable shoe 
he buys has printed on the lining the name “Vamos” as well as the word 
“‘Lastex” he is sure that the proper materials are being used. The reasons why 
that assurance can be given are as follows: 


Alfred Vamos, the inventor and patentee of Vamosized stretchable 
shoes, uses only backing materials guaranteed by the weavers to 
meet the standard specifications set up by the United States Rub- 
ber Company. All weavers from whom Mr. Vamos buys his mate- 
rials are licensed by the United States Rubber Company to use 
“Lastex” yarn in shoe fabrics and as a condition of their license 
agree to accept the standard specifications for construction which 
have been set up by the United States Rubber Company in consul- 
tation with Alfred Vamos. 


Furthermore, the only cement used by Alfred Vamos is manufac- 
tured specially for the purpose by the United States Rubber Com- 
pany, and can be guaranteed to be definitely and permanently 
porous. 


Vamos stretchable shoe is not just another shoe. It is made by a 
special design process worked out over years of experiment, and 
stretchable shoes made by the Vamos method will not bite, burn 
or cause the least discomfort to the wearer. On the other hand, 
they are the most comfortable shoes ever made as millions of satis- 
fied women know today. 


For your own protection, demand Vamosized stretchable shoes. 


Alfred Vamos, inventor and patentee* of stretchable shoes 
and specialist in shoe fabrics made with “Lastex” yarn, 


406 Marbridge Building, New York City. 


*Patents assigned to United States Rubber Company. 


AND SPECIALIST IN LASTEX SHOE PRODUCT 





47 WEST 34th ST.. NEW YORK, N. Y. © © © 410 NORTH 23rd ST., ST. LOUIS, MO. 
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Reads ’Em and Keeps 


home in Hollywood some day and see my file of BOOT 


“Come down to 
AND SHOE RECORI ERS” Arthur J. 
Harry R. Terhune, who 


represents this 


(Mac) McDonald casually mentioned to 


m on the West Coast. When 


Harry arrived, “Mac” had assembled pile upon pile of issues of his favorite 


shoe trade paper on his garden lawn. 


In fact he had every issue of BOOT AND SHOE RECORDER for over twenty 


years. After his 


weekly “‘cover-to-cover” 


reading, he made it a practice 


to file away each copy carefully in his garage. After proudly exhibiting them, 
he presented the entire collection to Harry, much to the latter’s surprise and 


“Mac” travels the Pacific Coast for Paramount Shoes and is an honest to good- 
ness Kentucky Colonel, which he shyly admits eti der pressure. 








Good Shoes at Low Prices 


[CONTINUED FROM PAGE 36] 


dise can be bought as needed from sam- 
ples or a trip now and then. The tradi- 
tional basement junk can also be easily 
ordered. But for the buyer who wants 
to give his customers good quality at 
basement prices, buying becomes a more 
personal and trying matter. He really 
has to jump around and be there at the 
market, ‘Johnny-on-the-spot’ for every 
possible opportunity to make a bargain 
purchase of good shoes that will be to 
his department’s advantage.” 

Mr. Owen believes that any basement 
department always has, and always will, 
attract a certain amount of cheap trade 
and must meet this demand, but he is 
against over-emphasis on this type of 
trade. “Those who follow styles in 
better shoes in the cheap basement 
styles very closely are a part of base- 
ment trade,” he says, “but by no means 
a majority of basement customers. I 
believe there are even more people of 
the type who are unable to pay the 
high prices and chase rapidly changing 
styles in high priced shoes, yet who still 
want and appreciate—and _KNOW— 
good quality, and are unwilling to buy 
junk at any price. It is this type of cus- 
tomer that many basements lose, cus- 
tomers of more judgment than means 


who will solve their problem of shoes 
somehow at out-of-style sales, etc., in 
better shoes, even going a season or two 
behind, rather than appear in typical 
‘basement’ shoes. 

“These people are the very ones a 
basement department cannot afford to 
lose. Although I cater in a measure to 
typical basement customers, and carry 
a table or two of basement style junk, 
my volume really comes from bargain 
buys of good shoes. Regular stocking 
of basement junk doesn’t pay as much 
in the end as bargain buys in good 
style in volume, though piled-up tables 
of this stuff, and rapid turnover may 
look good. This fools you, however, for 
the mark-up on these shoes is too low, 
and the mark-down is too steep for good 
volume. For one thing must be kept 
in mind: the follower of cheap style in 
shoes is as ardent about keeping up 
with changing style as the follower of 
the same styles in the good shoes, and 
the cheap style shoe goes out just as 
rapidly as the better style shoe. But 
with this difference, the mark-up of the 
finer shoe has provided for this, while 
the low mark-up of the cheap style shoe 
has not. Also, the mark-down on the 
quality shoe out of style is not the 


drastic give-away mark-down of the 
cheap style shoe.” 

In other words, Mr. Owen thinks the 
emphasis should be put on good shoes, 
even in the basement, for good volume 
in the end, no matter how good the 
cheap turnover looks. He is glad to 
carry typical basement shoes and get 
that volume, but he refuses to let this 
type of merchandise dominate the de- 
partment, and caters to the larger num- 
ber of people who, at least in a store 
of the class of Loveman, Joseph & Loeb, 
have taste and seek his department only 
for the sake of economy. 

Two years ago when Mr. Owen be- 
came buyer for the Loveman basement 
shoe department, it was operated on 
cheap merchandise, special bought jobs, 
factory damage merchandise, and low 
end merchandise, salable on tables only. 
Since taking charge he has graded up 
the department consistently. The de- 
partment now carries a line of shoes to 
retail at $3.79, having all sizes in this 
line. Next is a line to retail at $1.98, 
in similar styles as in the $3.79, all 
sizes and widths at all times. 


Basement Price Policy 


This department also carries a good 
assortment of style shoes to sell at $1.98, 
$2.96 and $3.96. Instead of having 
tables stacked with inferior or low 
priced shoes, there are special displays 
in each price range on tables with ap- 
propriate cards as to price and size. 
None of the pell mell traditional base- 
ment table air about it. There is also 
a line of children’s shoes to retail at 
$1.98 to $3.95; a line of children’s shoes 
to retail at $2 in all size ranges, and 
a line of children’s shoes to sell at $1, 
ell size ranges. 

The Loveman Basement Shoe Depart- 
ment has a separate men’s and boys’ 
division featuring one price of $3.15 on 
both men’s and boys’ shoes, except for 
a twice yearly sale of branded shoes, 
usually at $3.99. By featuring only one 
price and usually purchasing from one 
manufacturer, this manager eliminates 
mark-downs, and is able to show a nice 
margin of profit, and good turnover. 

Mr. Owen also considers that an im- 
portant part in the matter of running 
a basement department is in keeping 
well stocked in all sizes at all times 
in the staple items, regardless of sea- 
son. By staples he means women’s ox- 
ford gypsy ties; one strap house shoes; 
comfort shoes; D’Orsay house shoes, 
and children’s shoes. 

In addition to his regular shoes, Mr. 
Owen has dollar day shoes for Dollar 
Day each month. For this special event 
he purchases women’s style shoes off 
price, and in addition, adds short lines 
from his regular stock. For this event 
all regular displays are cleaned off the 
tables, which are devoted entirely to 
dollar day shoes, sewed together and 
sized according to the tables. After the 
day these shoes are boxed, and are not 
shown again until the next month’s 
dollar day. This, this manager believes, 

[TURN TO PAGE 73, PLEASE] 
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STACY - ADAMS 


IN YOUR QUALITY DEPARTMENT - 


Risen of just such shoes as “Bartley”, Stacy-Adams 
dealers are assured of more action in their quality de- 
partment this Fall! For Stacy-Adams, close to the best 
retailers of high fashion, high quality shoes, in America, 
know what kind of shoes your high grade customers 
want . . . and Stacy-Adams have the facilities to pro- 
duce them. 

Stacy-Adams is close to those high grade retailers and 
department stores, not only because of their ability to 
produce fine shoes, but because Stacy-Adams shoes 
retailing at $12.50 give them a LIBERAL and very accept- 
able profit! 

When in Boston for the Show, call Brockton 129 for 
special appointment and transportation for an unhur- 
ried showing of this fine line in Stacy-Adams’ new 
streamlined factory. 


(0M PANY - srockton, massacuusetts - 





AMOUS names make news. Making 
news right now are Wedge Heels . . . 


current shoe sensation of the style world. 


In designing the new Wedge Heels, 
leading shoe manufacturers naturally 
turned to Onco’s Creative Shoemaking 
Division for answers to the insole prob- 
lem. This season, thousands of high 
grade Wedge Heels attest to the fact 
that Onco’s scientific construction makes 


it perfect for these popular shoes. 


Everywhere today we see the impor- 
tance of new products geared to the 
modern tempo of living. Before these 
new products could be developed, new 
scientific materials had to be found. In 
developing new types of shoes, manu- 
facturers look to Onco for the scientifi- 


cally planned insoles they need. 


As the more prosaic types of shoes 
give way to new dynamic styles, Onco’s 
contributions become increasingly sig- 
nificant. Onco’s research in modern shoe 
materials becomes more important to 


the swift progress of the shoe industry. 


WHY LEADING SHOE MANUFACTURERS ARE 
USING ONCO FOR WEDGE HEELS 


Flexibility — Onco is scientifically 
made to give the necessary flexi- 
bility at the ball of the foot. 


Comfort Depth — Onco is the only 
insole with “Comfort Depth.” 
Gently cushions the foot, con- 
forms to its shape. Protects from 
fatiguing sidewalk shock. 


Sanative—Onco’s free-breathing 
construction absorbs and dispels 
moisture and foot perspiration. 
Onco’s purified cellulose base com- 
pletely resists deterioration. 


Holds Shape—Onco’s exclusive 

fibres and patented construction 

revent insole spreading, help 
old the shape of the shoe. 


Uniformity — Because Onco is a 
product of the research labora- 
tory, every insole is uniform. 


Economy — Because Onco is pro 
duced by Brown Company, who 
make and control their own spe- 
cialized cellulose fibres, these 
quality insoles can be produced 
on asurprisingly economical basis. 


WHEN FINER INSOLBS ARE MADE... THEY 
RSE ah NR PUB in as, RTS 











The See fadesey 


.. . ONO INSOLES 


WHY ONCO IS THE RECOGNIZED 
INSOLE LEADER 


Onco was introduced years ago as the first successful cellu- 
lose insole and immediately accepted for its contributions 
to better shoemaking. Today Onco’s leadership is firmly 
established, based on these services to the shoe industry: 


I First and only complete line of insoles for all types of 
shoe construction. 


2 First and only insole providing “Comfort Depth” to 
cushion the foot, conform to its shape. 


3B First and only supplier to introduce a successful cellulose 
Goodyear Welt insole. 


4 First insole to be trademarked for protection of manu- 
facturer, retailer, consumer. 


% First insole to be nationally merchandised to shoe re- 
tailers and consumers. 


@ First and only insole supplier to maintain a Creative 
Shoemaking Division for its customers. 


SPECIFY ONCO BY NAME 


To be sure of genuine Onco insoles in your shoes, specify 
Onco by name. Identify it by the Onco trade mark printed 
over its surface. Refuse to permit substitution. It costs no 
more to have the best! Brown Company, Onco Division: 

Boston, 210 Lincoln Street; New York, 500 Fifth 

Avenue; St. Louis, 3744 Market Street. In Canada, 
P Brown Corporation, Sun Life Bldg., Montreal, P. Q. 
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CAMPUS WEAR 
-- AND YOUR SALES 


It's “back to school” pretty soon for millions 
of boys and girls. And if you're as sales-wise 
as students are style-wise, you'll stock these 
three Bass shoes right now. Ideal for campus 
wear whether it be high school or college, 
these shoes bring downright comfort com- 
bined with styling that rates an “A" with 
the most particular. 


Latest style note from 
Bass for campus idol 
or idle, Scanjuns 
feature the famous 
True Moccasin con- 
struction that assures 
the utmost in com- 
fort. For men, tan 





SCANJUNS f uppers and leather 


ee oe 


soles. For women, tan, 
white or straw uppers 
with ee = soles... 
tana ite up 
with crepe soles. i 
on, easy off, Scanjuns 
rate tops with foot- 
conscious students. 


Long a favorite 
with school stylists, 
Saddles come in 


white elk with tan 


necessary to busy 
campus feet. 


The trend in smart 
school footwear is 
to moccasin foot- 
weor, and here's the 
one that started the 
whole thing. In black, 
brown, or white elk, 
with or without hard 
soles, Indian Tans 
feature True Mocca- 
sin construction. 
They're tops for any 
wear, anywhere. 


BASS 


SPORT 
SHOES 
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Retailers Discuss Problems 
at Conference 


TO keep inventories down, make more use of in-stock 
shoes and eliminate styles when sales begin lagging in 
them. 

This formula to lessen the amount of capital tied up 
in shoe stocks was approved at the conference for better 
merchandising in retail shoes at Hotel Seneca, Roches- 
ter, N. Y., Monday evening, May 20th. 

Since this was to be the last meeting of the season, 
O. K. Johnson and Ira Berman, merchandising authori- 
ties, decided to have it take the form of a round table 
discussion of subjects of practical interest. 

“Every shoe retailer wants to reduce his inventory,” 
said William Pidgeon, explaining what can be done in 
that direction through using more in-stock shoes, mak- 
ing it unnecessary to keep so many piled on the shelves 
of stores. 

While agreeing with this suggestion, Leonard Weiden- 
miller, head of the shoe department of the National 
Clothing Company, said it does not go far enough; 
that retailers themselves must get rid of lines instead of 
continually adding to the dead ones. He added: 

“The men’s shoe business is: becoming more style- 
conscious. You can have good sellers and still have 
good style, but styles should be eliminated when the 
people show signs of losing interest in them. We re- 
cently cut out 21 styles to reduce the stock.” 

Mr. Pidgeon said, “Manufacturers are more and 
more going to take the place of jobbers. If we put it 
up to the manufacturer, we will not have so many radi- 
cal styles. He will be inclined to play safe.” 

“You can never stop the styling of shoes,” said Mr. 
Weidenmiller. “If a promising new line comes along 
tomorrow, I will get it.” 

“Nevertheless, stock departments will make the busi- 
ness more stabilized,” replied Mr. Pidgeon, “even 
though it will not prevent the making of radical shoes.” 

An analysis was made of figures on costs of shoe 
stores in cities of different sizes, gathered by a national 
organization. They gave advertising costs, rent, selling 
expenses and so forth and, although four years old, 
they seemed typical neither of that time nor of this. 

“A way should be found by statistical organizations 
to obtain figures that are more truly typical of the 
business,” said Mr. Berman. “A drive is also needed 
to make better use of our own experiences.” 

Then the question of whether commissions or straight 
salaries should be paid to clerks in shoe stores was 
considered. 

It was agreed that a store which aims to provide 
personalized service will do it more successfully when 
straight salaries are paid; that there is an incentive to 
speed up under the commission plan which is contrary 
to the needs of good service. 

Also the commission system causes some clerks to 
attach themselves to customers who look like “ready 
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SNUG 
FITTING 
TOP-LINE 


nw GLOVE-TEX SHUGO 


Glove-tex Shugor is the finest material for 
stretchable shoes. It possesses the patented 
woven-in reinforced-edge (wider than here- 
tofore and with a controlled, essentially 
shorter stretch) insuring uniform flexibility 
and a perfect fitting comfortable top-line. No 
extra, bulky, costly, top-line reinforcement is 
needed. There is less rubber density below 
the reinforced-edge, guaranteeing an easy 
yielding fit over the instep. The specially 


Removes the Style Boundaries 
of successful Stretchable Shoes 


woven construction opens and closes, permit- 
ting the feet to breathe. The Pluralastic rub- 
ber thread protects against needle-cutting, 
thereby removing a major cause of failure in 
stretchable materials. Each pattern and finish 
has been expertly selected to blend with styles 
and finishes of leathers and other popular 
shoe materials. Glove-tex Shugor is ideal for 


stretchable shoes. 


Write for complete information. 


THOMAS TAYLOR AND SONS 


HUDSON, 


COPA 1930 THOMAS TAYLOR © SONS. me. 


MASSACHUSETTS 
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5 . + money” and avoid the others. That increases his sales 
You Can t Pick Em record, while a clerk who patiently supplies their 
needs may be of more real value to the store. 
U t Wa | The kind of a shoe store to run was discussed. 

p y: “After a few years a store can decide just where it 

Ly fits in the community,” said Mr. Weidenmiller, “and 

its owner can profit from his own experience instead of 
always watching to see what the other fellow is doing 
and trying to compete with him,” said Mr. Weiden- 
miller. 

“How can that be decided?” was asked. 

“Some places in every store carry the load for all of 
the rest,” said Mr. Pidgeon. “Those places are the 
ones to emphasize in the future conduct of the business.” 

It is expected that the conferences, for which the 
Board of Education provides instructors, using federal 


funds, will be resumed next Fall. 













Keep a Card-Index on All Shoes Sold 


To keep a card-index file on shoes sold, with the 
ao" name and address of the customer, and the size, width, 
last, and type of shoe will help increase sales in the 
shoe department. Individuals, regardless of their sta- 
tion in life, have a streak of vanity in their makeup, 
and it pleases customers to be called on the phone or 
notified by card or letter, that a new shipment of shoes 





oo days are 
our pictured Bvt Py pre no | has arrived at their favorite shoe store or department. 
rer sent a out-of-date {#004 JO days of stream Such highly personalized service tends to cement the 
today’s customers at it good ren el good will of the customer to a greater degree. 
lined os the last word in ee on coming- To create and keep a card-index file is a very easy 
sign Mblic your way— and a combina- | matter. Three- by five-inch cards in blank form can 
Your nee just that for ou ee ern be purchased at almost any stationery shop at a very 
poo tro soy Aluminum Fai. col- low price. Then they can be scored off with a type- 
including sttracrs Dey, rustless meta) eo dow writer as follows: 
a and cosh we puman resilient g™P- Customer's Name...... Street ... Phone 
glass with a> THE Shoe Size Width... .Last....Date Purchased 
WRITE Kewnecr— pEOPLE Arch Type .. .Novelty Sport 
ORIGINAL STORE FRON Price Cash Charge 


Remarks ess tee ae 


en 2 ae | 
= NF IT El ll LO | l \7 iri This type of sales index gives full and complete in- 
! 

















| formation, and serves as a perpetual inventory. The 
v2 7 card can be clipped to the inside of each shoe box, with 
a paper clip, so as to be in convenient reach of the 
salesmen, and should be filled out right after the sale, 
while the information is fresh in the salesman’s mind; 
| it is then filed alphabetically. It is a good idea to have 
| some salesman in the department run through these 
files every day, or at least after the arrival of every 
Dticincan tll aakenaideis wtp. sep ale om ame oie new shipment. After this system is in effect for a 
year, there will be a number of customers that can be 
called or notified every day. 








Please send illustrated booklet on up-to-date | 
Kawneer Store Fronts. 8-640 


! This is not only a system of outside the store sales 
suggestion, but is a great aid to the buyer’s informa- 
{ tion; after looking over these cards for a given length 
| of time, he knows what sizes or lasts and widths are 
selling. 








STATE 
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EMPIRE LAST WORKS 
ROCHESTER, NEW YORK 


FITZ BROTHERS COMPANY 
AUBURN, MAINE 


UNITED LAST COMPANY 
BROCKTON, MASSACHUSETTS 


STEWART & POTTER COMPANY 
BROOKLYN, NEW YORK 


KRENTLER BROTHERS COMPANY 
ST. LOUIS, MISSOURI 


KRENTLER BROTHERS COMPANY 
MILWAUKEE, WISCONSIN 


T. W. GARDINER COMPANY 
LYNN, MASSACHUSETTS 


UNITED LAST COMPANY LTD. 
MONTREAL, QUEBEC 


Orr factories and personnel, located in 


eight important shoe manufacturing centers, 


give us continual opportunity to appraise 
advance style trends and interpret them for 
the benefit of our customers. 

Style without fit is worthless. We are mak- 
ing today, the best fitting lasts in all sizes ever 
produced in the history of the industry. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Lines on Display at Boston Shoe Fair 


[CONTINUED FROM PAGE 33] 














’ Roem. No 
i candids ons obi bn ynade oe cane 330 
Jarman Shoe Co.............. 324 
Shoe Co......... , 512 
T ath Johnegn’ Stephene. Shinkle mate 
aii aaa inkle. Sow’ , 344 
EIRENE S aha hdy shod vases ebaeane 409, 411 Sauk Shoe Corp.. de'aw's cabernet 
Curtis, Stephens & Embry.............. 306, 308, 310 
Keith, Keith & P ~ennaes 632, 
Shoe Co Kleven Shoe 532, 534, 5% 
524 
. 402 
52 
606, 478, 610 
592, 504 
Geo Pociotics............. ah agg «= or Sco Co., The.................. - 
Edwards & Co., J ..370 “ 
pgs Bo sy wil r 212, 214 Musebeck Shoe Co 250 
— ay « Diiseed bs cin cans tapenied : 8% National Shoe Corporation. ses. 550 
be icalahsiusnsecs andere |. 230 Natural Bridge Shoe bers or 
pictbecendetss re ¢ Corporation -. cose. 505, 507 
+ ne png “oO ro] = New England & Leather Association...... 201 
Resa vt Pork shes meee ee = Orthopedic Shoes, Inc.. Pa 650, 652 
Foster Slipper Co., Wilbur K -520 Pennant Shoe Co..... : 514 
Freedman & ac. A....... 232, 234 = Pied Piper Shoe Co..... 424, 42% 
BE Rinne kaopeseunscsoccasaxt 428, 430 Pli-Mode Shoe Co.. Gai 
Sate, BP sageir sss -onsaevneevevenndenys 602 » aceeeamnnanl ? seaceeneecnes 
Shoe 4, PAGAN 264 Queen lity Shoe C iattislathitetd nk 340 
¢ = Ss ..205, 207 a 
Gordon Shoe Co., Inc., Reuben............ 528, 530 Rasmussen Shoe Co.. a sth cael ind 662 
Gray GBros., Shoes, | 526 Roberts, Johnson & R 
Green Shoe Co 224, 22% (Branch International See Co.) .320, 322 
Gregory & NGS 0 udcodksenenkdadauie 262, 268 Rosenthal & Doucette, : 506, 508, 510 
Heel H EE ON, ovis naive sn eunsivebanel 628 Salvage Shoe Co., Inc., Louis H............... 360 
Hermal Co... 336, 516 Salvage-Molloy Shoe Co. walinioasee ae 
ee ua ci rideet ened cdvaepall 414 Sandler & Co., A....... vay 432, 434, 436 
Horn & Short Shoe Co............... 0.665. 620, 622 Schawe-Gerwin Co........ ne uaeidal 309, 31! 
FO EE SO. GI oc ctvecesevadccnscsees 318 Schoinick Shoe Co............ 220, 222 
Selby Shoe Co.. ‘ 654, 656, 668, 670 
RE PO os sc Snacdcdecseceseseus 566 Simplex at Mig. ‘Co. sebaetel 
interstate Shoe Co 404 «= Slater Co., . 442 


QUICK, 
JONES 








“GET THOSE SHOES OFF HER 
FEET! Show Miss Cripple the pumps 
with the new *Darex Counters! 


“They fit easy as a glove, Miss 
Cripple, with no stiff edges to gouge 
your ankles. No ‘breaking-in’ with 
these shoes; they're comfortable 
from the moment you put them on. 
Yet they hold the shape of the shoe 
and keep your heels from wobbling. 
For they're sturdily strong where 
strength is needed—with the soft, 
flexible edge of DAREX around the 
top. That’s why they don’t cut the 
lining and wear expensive holes in 
your stockings.” 


*Reg. U. 8. Pat. Of. Darex Counter Material ts 
especially designed for kt tere under U. 8. 
Patent 2,111,205 and Canadian Patent. $81,303. 














Name Room No. 
ENE ES a er ae 350 

n rh fi S sak: » coageiseshovonsenks 2% 
Se ENE Wns Mle eecenscdcccdcoscivcecetds 658 
eC Se SS ates, eee ...418, 420 
RE I RR ed ...538 
Tweedie Footwear Corporation.................660 
Unity Shoemokers Corp..........202, 206, 208, 210 
Vibrant Step Shoes......... : sak cube 
Virginia Shoe Co. 216 
Vitality Shoe Co................. ‘ sanveceeneee 
Walk-in Shoe Co......... 314 
Waverly Shoes, inc 307 
Ww berg Shoe Mfg. Co 518, 520 
Wohl Shoe Co........... a | 

Wolf-Tober Shoe al | RE 612, 614 
Wright & Co., E. T........... : 664, 666 
i Mn (0b Minccadcansbvcacs . ... 546 


LATE ADDITIONS 
STATLER HOTEL 


Economy Shoe Co..... wos 

r Shoe Co...... 804 
Lititz Shoe Co........ 695 
Little Welts Shoe Co 594 
Ornsteen Shoe Co., Inc 613 
Sherman Footwear 677 
Somerworth Shoe Co 842-844 
Sport Welt Shoe Co 715 
Fashion a Inc 839-840 
Waldman Bros. ..............+.- 874 
ae ee esa iia w wn tasch Costenesed sil 
Alfred Vamos .......... 959 

PARKER HOUSE 

Old Colony Shoe Co. 448 
Pli-Mode Shoe Co. 336 
Faleck & Lomkoy 609 
American Girl Shoo Co. 548 
Sam B. Wolf Sons Co. 550 
Sport jalty Shoemakers, inc. 503 
Californ 2 Sow Ltd.... 209-211 
oe Bi cécow . 605-607 

} Shoes 211 
may M. Connell Shoe Co. 302-304 
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Accessible 


Merchandise 


[CONTINUED FROM PAGE 58] 


to see how this “reluctance” has been 
encouraged. 

Within easy reach of the circular 
wrapping counter near the entrance are 
two open displays of polish and hosiery. 
Doesn’t handling snag and soil the 
delicate silk? No, only one sample pair 
of each weight and grade of hosiery 
can actually be touched. The others are 
all incased by cellophane. 

Two large sections of open shelves, 
each twenty feet long, line the walls in 
the center of the store. Row after row 
of shoes, arranged in plainly tagged 
sizes, invite close inspection. Every pair 
is polished and laced, and lights con- 
cealed in the top of the racks show the 
styles to best advantage. The policy is 
to rotate the entire stock carried, so 
that every style gets its chance to show 
off several times a month. 

The wall mirrors are cleverly built 
into open display fixtures. Thus, when 
viewing a style on the foot, a patron 
can also see and touch appropriate ac- 
cessories — suggestive selling with a 
capital S. 

In the center of the floor, between 
the open stock shelves, are modernistic, 
double-decked tables. These are used 


chiefly to show short-lines at reduced 
prices. They may also be placed at 
other strategic positions in the store, 
depending upon the season and type of 
merchandise displayed. 

Although women’s shoes are featured 
at Myerson’s there is also a men’s de- 
partment in the rear, designated as the 
“Men’s Den” and designed with mascu- 
line rustic fittings. The men patrons 
do not object to the privacy of this 
arrangement. 

A brand name such as Red Cross, 
Massagic, Tarsal Tred, Jolene, is found 
on the sole of every pair in either de- 
partment. Prices range from $2.98 to 
$6.85. 

Window displays no longer suffice in 
paving the way to a sale, Mr. Myerson 
further explains the reason for the 
unique design of his establishment. 
Many shoppers who enter a store don’t 
even glance at the window; in fact have 
no intention of buying. The classic ex- 
ample is the rainy day rush that evapo- 
rates the moment the downpour outside 
ceases, leaving little or no sediment in 
the cash register. 

It is inside of the store, then, that 
the customer’s interest must be in- 


(71) 


trigued, held. Rows of closed boxes will 
not do this. Neither, in many cases, 
will the few styles that the salesman 
can show. The answer, according to 
Mr. Myerson, is shoes—hundreds of 
them, inviting the customer’s eye and 
touch. 

“And it really works!” members of 
the sales staff declare enthusiastically. 
They attribute a large number of extra- 
pair sales directly to the open stock and 
add that many times a shopper on the 
point of leaving without a purchase 
“discovers” just the style she had in 
mind all the time. 

Mr. Myerson claims no originality for 
his idea, pointing out that it has been 
in practice for years by department 
stores, grocery stores, dress shops, etc. 
It is only in the shoe stores that the 
customer occasionally find little or no 
merchandise open for inspection. 





Succeeds to Manager 


Ft. WAYNE, IND.—Harry Woody has 
succeeded Lawrence Brayton as man- 
ager of Reed’s Shoe Store, 816 S. Cal- 
houn St. Mr. Woody formerly was co- 
manager of Reed Stores in Columbus, 
O., and Indianapolis, and has been with 
the firm several years. Mr. Brayton 
has been transferred to the Columbus, 
O., store. 


ey alll 


Beith , . 
(Of course, Mr. J. Sellum Good- 
shue is enthusiastic. He's found 
shoes are much easier to sell when 
they combine “old-shoe” comfort 











with “new-shoe” style. Customers 
don’t come back complaining they 
“simply can’t wear those pumps.” 
And the fitter doesn’t have to smash 
the counter before he tries on the 
shoe. That's why his shoes have a 
reputation for staying smart-looking 









































through months of wear.) 





Sez salesman Jones, “Believe me, 
I'm all for Darex Counters. Do they 
give a smooth, sleek shoe that cus- 
tomers fall for! And does my sales 
record look bright, with sales way 
up and returns practically below 
zero! Ill say—I'm telling the Boss 
to have DAREX COUNTERS in all 
his shoes.” 


DEWEY AND ALMY 
CHEMICAL COMPANY 


























AN NF 





Cambridge, Mass. 


Montreal, Canada 
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Midwest Shoe Fair Exhibitors 


[CONTINUED FROM PAGE 54] 


N 
Exhibitor 


National Shoe Corp.. 
Natural Brid 
Nuan Bush 


Oo 
Orthopedic Shoe Co.—Div. of 
Selby Shoe Co. 


P 


Paramount Shoe Co. 

Paul Shoe are, | Co. 

Pennant Shoe Co ; 

Ph ae of Calture Shoos—OW 
°. 

Pied Tos Shoe Co. 

Plaut Butler, Inc. 

Portage Shoe Co. 


R 


om. Footwear Corp.. 
Reed & Co.. 
ad Gordon Shoe Co. 
Rice-O'Neill Shoe Co. 
Richland Shoe Co... . 
Roberts, Johnson, Rand 
Rosenthal-Doucette, Inc. 
Roth Shoe Mfg. Co.... 


S 


Louis H. Salvage Shoe Co. 


Salvage & Molloy Shoe Co., Inc. 


. 941 


. 922 


723 
.609 
715 


1037 
Enquirer Bldg. 


719 


..701 


Room 
Number 


A. Sandler Co.. he wislise kd .... 1040 
Schawe-Gerwin Co. 
Selby Shoe Co.. _ 620, 914, 96, 801, 802 
Sewanee Shoe Co .... 1039 
eye Shoe Mfg. Co. 1210, 1212 
. Edwin Smith Co. 10929 
M1 "P. Smith Shoe Co .. 1102, 1104 
Southern Shoe Co. . 808 
Spalsbury-Steis-Deevers Shoe Co. 824 
Styl-eez Division of —* Shoe Co. .. 810 
Sun Shoe Mfg. Co. 77 1B 


T 
E. E. Taylor Corp.. é 1107-1109 
Tober-Saifer Shoe Co. 615 
Tru-Poise Division Selby Shoe Co. 802 
Tupper, Inc. ... 1242 
Tweedie Footwear Corp.. : nin oe 


U 
United Last Co. 822 
United Men's Division Brown Shoe Co. 1127 
United States Shoe Corp. 722 


V 


Valley Shoe Corp. 721 
Alfred Vamos ; ian eae 
Virginia Shoe Co. .. 1020 
Vitality Shoe Co.. 1001, 1002, 1003 
Vulcan Corporation 926-928 


Exhibitor 


WwW 


Walkin Shoe Co. 1222, 1224 
930, 942 


Exhibitor 


Weyand Shoe Co.. 
Weyenberg Shoe Mfg. Co. 
Willits Shoe Co. 
Winthrop Shoe Co. 

Geo. D. Witt Shoe Co. 
Wohl Shoe Co.. 

Sam B. Wolf Co. 
Wolff-Tober Shoe Co. 

E. T. Wright & Co. 


Z 


.. F110, E112 
1410, 1412 


Zellinger Shoe Co. 


Edward W. Byron 


Boston, Mass.—Edward W. Byron, 
one of the founders of W. D. Byron & 
Sons Co., well known tanners with tan- 
nery in Williamsport, Md., died recently 
at the home of his son, Walter H. By- 
ron, in Weston, Mass. Since his retire- 
ment from active business several years 
ago, Mr. Byron, who was 81 years old, 
had made his home at Indian Lake, N. 
Y. In addition to helping direct the 
activities of the tanning business, he 
had served as president of the Wash- 
ington County National Bank of Wil- 
liamsport; and as a director of the 
Washington-Berkeley Bridge Company. 

Mr. Byron is survived by his widow, 
Mrs. Eloise G. Byron; two sons, Walter 
H., and Edward J. Byron; a step- 
daughter, Mildred MacDonald; 13 
grandchildren and two great grand- 
children. 

Funeral services were held at his 
former home at Indian Lake. 


Samuels Shoe Co. Walk-Over Shoes 


NOT THOSE, 








JONES 


“Show her the new shoes with the 
modern *“DAREX COUNTERS that 
don’t need ‘breaking-in’! They're 
made to feel comfortable from the 
moment our customer puts them on. 
So soft and flexible at the top edge, 
yet with a sturdy body that holds 
the heel snugly. No more cutting 
through the quarter linings. These 
DAREX COUNTERS are easy on the 
feet first, last, and always!” 


(Mr. J. Sellum Goodshue is right. 
When you see a salesman breaking 
the counter of the shoe before he puts 
it on—or the woman stretching the 
heel so it won't cut into her foot— 
it’s a plain admission that a poor 
counter was used. But you don’t 
have to put up with this if you'll 
insist on DAREX COUNTERS in 
your shoes.) 
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Boston Fair to Focus 
On Crucial Problems 


[CONTINUED FROM PAGE 31] 


Hartman Shoe Mfg. Co., Haverhill, 
Mass.; J. Izenstatt, Jay Shoe Mfg. 
Company, Cambridge, Mass.; C. Henry 
Jacobs, A. Jacobs & Sons Co., Lynn, 
Mass.; A. L. Kleven, Kleven Shoe Co., 
Spencer, Mass.; Joseph Koss, Koss 
Shoe Company, Auburn, Me.; Paul O. 
MacBride, Milford Shoe Company, Mil- 
ford, Mass.; H. O. Rondeau, H. O. Ron- 
deau Shoe C., Farmington,, N. H.; 
Henry B. Rosenthal, Rosenthal & Dou- 
cette, Inc., Beverly, Mass.; J. A. Slos- 
berg, Green Shoe Mfg. Co., Boston, 
Mass.; Frank S. Shapiro, National 
Shoe Corp., Marlboro, Mass.; Ben 
Stone, Stone-Tarlow Co., Inc., Brock- 
ton, Mass.; E. H. Sulkis, Sulkis Shoe 
Company, Marlboro, Mass.; James E. 
Wall, Wall-Streeter Shoe Co., Norih 
Adams, Mass.; Francis B. Masterson, 
president, National Association of Shoe 
Wholesalers. 


Opens Exclusive Men’s 


Shoe Store 


INDIANAPOLIS, IND. — Roy Logan 
Shoes, Inc., has opened a store at 139 
N. Illinois Street, to deal exclusively 
in shoes for men. R. G. Bieritz is in 
charge of the establishment. 


“Shoe Miss” Ups 
Play Shoe Volume 


DENVER, CoLo.—The five Denver de- 
partment stores, including Daniels & 
Fisher Stores Co., Denver Dry Goods 
Co., Neustetter’s, The May Co., and 
Joslins, made heavy sales in Kedettes 
last week through their cooperation 
with the personal representative of the 
factory, “Miss Kedette,” of the U. S. 
Rubber Co. More than 600 sales were 
made during her appearance at The 
May Co. alone. 

“Miss Kedette,” a lovely blonde in 
sky-blue slacks trimmed in coral and 
wearing her name in large letters 
across the front of her blouse, made a 
most attractive guest in the various 
stores, where she carried on a very per- 
sonal campaign in the interest of the 
casual shoes she represented. She per- 
sonally modeled the favorite type of 
the young ladies, the sandals, but she 
stated that the Dutch Boy was a de- 
cided favorite of the matrons, who se- 
lected the dark blues and combinations 
of blue. 

Miss Kedette did not confine herself 
to the shoe departments alone, but was 
seen in all parts of the stores. Her 
coming was preceded by newspaper 
ads by the different stores in which 
she appeared. 
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Good Shoes at Low Prices 
[CONTINUED FROM PAGE 62] 


makes dollar day really authentic, the 
shoes on sale for the day not to be 
found in the department before or after 
the sale, and also keeps the management 
from having to make losing markdowns 
on too good merchandise to put the day 
over. Also, says Mr. Owen, it makes the 
day useful as a monthly outlet for this 
type of special buying. 

In the two years he has been operat- 
ing his department, Mr. Owen has 
shown a substantial increase in values 
and profit, and also in the condition of 
his stock; instead of having an accu- 
mulation of short lots, he has, at all 
times, 95 per cent of his stock current, 
that is, not over six months old. And 
still he has plans for the future, one 
being to cut down still more on piled-up 
bargain tables, substituting displays, 
another being to take over some reg- 
ular buying opportunity to get good 
shoes for his basement prices. 


Sells Interest in Store 


JUNEAU, W1s.—Rudolph Happ, oper- 
ator of a shoe store here for the past 
27 years, has sold his business to his 
son-in-law, Edward Goetsch, of Beaver 
Dam. Mr. Happ will not retire from 
the business entirely, but will continue 
to assist in its operation. 


After all, a counter is designed to 
hold the shape of the shoe and make 
it fit snugly at the heel. Why use 
one so stiff and unyielding that it has 
to be broken down and stretched out 
of shape before you dare put it on the 
customer's foot. When you do that, 
you've thwarted the whole purpose 
of the counter and paved the way for 
customer dissatisfaction when the 
shoe quickly gapes and wrinkles at 
the quarter line. You get a better shoe, 
and one that’s easier to sell, when you 
specify DAREX COUNTER MATE- 
RIAL in every pair. 








Write your shoemaker and tell him 
to put the New DAREX COUNTER 
MATERIAL in your shoes. He'll be 
glad to do this, for it will mean more 
sales for him, too. 


DEWEY AND ALMY 
CHEMICAL COMPANY 
Cambridge, Mass. Montreal, Canada 
*Reg. U. 8. Pat. Off. Darexz Counter Materiel & 


especially designed for making counters under U. 8. 
Patent 2,111,205 and Canadian Patent 381,308 
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The Editor’s Outlook 


[CONTINUED FROM PAGE 34] 


emergency demands that the consumers 
of America be protected so that our 
general cost of living can be main- 
tained at a reasonable level. We ought 
to avoid the spiral processes of the 
World War—the rising spiral of costs 
of all kinds.” The President also said: 
“We are calling on men now engaged 
in private industry to help us in carry- 
ing out this program (manufacture of 
implements of war). The functions of 
the business men whose assistance we 
are calling upon will be to coordinate 
this program, to see to it that all of 
the plants continue to operate at 
maximum speed and efficiency.” 

We are reducing all this to the one 
word—COOPERATION—under some 
form of unity which will be worked out 
if the situation gets tougher, which is 
very likely. United action should be 
comparatively simple in shoes because 
it is a common commodity of universal 
use, manufactured in straight-line fac- 
tories and distributed the same way— 
in straight-line shoe stores, depart- 
ments, etc. You might just as well 
know that a “free and productive eco- 
nomic system” must have a spirit of 
real cooperation if it is to continue as 
free enterprise. 


We might just as well face the fact 
that there is nothing in the world 
situation to lead anyone to believe that 
things are going to get softer because 
we are thousands of miles from the 
seat of brutal war. We are laying our 
plans to get ready for whatever may 
come. In so doing, we must make 
every business worth saving and worth 
continuing—efficient, solvent and ser- 
viceable. There will be less waste in 
business as we tighten up because, 
there is no doubt about it—this de- 
fense mechanism is going to cost money 
and it’s coming out of taxes. Make 
money while you may—it won’t be long 
before you pay and pay. 

You haven’t seen anything yet in the 
line of taxation. The worst is yet to 
come. You might just as well face it 
now, see the picture clear to the end, 
so that you can increase your efficiency, 
continue a living business in an ef- 
ficient, practical way. 

These are some of the lessons of 
the moment that indicate that shoe 
stores, in even the remote spots within 
the United States are going to play a 
part in the defense economics of the 
future—but at the moment the need is 
greater to keep industry alive and 


healthy through regular business, in a 
regular way and at regular profits to 
provide reserves for “the day you must 


pay td 


Sales Volume Good on Wedges 


CHIcaGo, ILL.—Wedges, in all types 
of shoes from very dressy sandalized 
versions to casual and informa! play 
shces, continue to increase in sales vol- 
ume and demand in the Chicago area. 
Although several shops reported wedges 
represented only a small portion of 
their early Spring business, they are 
finding that first Summer buying trends 
show a heavy swing in this direction. 
Shops which promoted wedges strongly 
since early January and February are 
now reporting many second and third 
sales on wedges, since women who wore 
them in dark shoes for Spring now 
want them in light shades for late 
Spring and Summer. Retailers report 
a heavy demand for all whites in this 
style in all heel heights. Colored ver- 
sions are also selling well, and several 
shops and department stores which 
have been doing correlated selling on 
stripes in bags, shoes, and wearing 
apparel, are having difficulty keeping 
stocked in sizes. Several retailers are 
of the opinion that wedges will con- 
tinue to sell in Fall shoes, especially in 
the new small heel and three-quarter 
adaptations. 
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“Lido”... Faille ... Bengaline 
--- Dobby... Satin... Moire... 
Gabardine .. .“*La Playa”... 
and Stretechable Mesh. 


Better manufacturers are finding these Rockmore 
fabrics feasible for integral, functional parts of fall 
and winter shoes. “Darleen” has so increased their 
durability as well as their liveliness. that they not 
only fit smoothly and comfortably, but they retain 
their elasticity through constant flexing. Because of 
their special dyeing processes, they present no color 
difficulty. Hence this comprehensive collection — 
the largest collection of elasticized fabrics that 
Rockmore has ever featured for a fall season! 


Shoe cloths woven with “Darleen” distributed by 


CHAS. I. ROCK MORE, INC., 176 JOHNSON ST., BROOKLYN, N.Y. 


William Taggart & Co., St. Louis, Mo. . F. George Mobr, Cincinnati, Obio 
David I. Calish, Lynn, Mass.—Sales Agents 
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“ 
oy Golf Shoe 
| Manufacturers 


Standardize on 
Phillips Spikes 


The Phillips detachable golf shoe spike is designed with a pat- 
ented cupped base, and deep threaded socket which securely 
locks the spike and prevents it from stripping or working loose. 
They are replaceable with brass plugs for street wear, a handy 
tool being supplied to make replacement easy. Phillips Spikes 
are made from the finest bar steel, and have not been changed 
in material or design for over eight years, proving that their per- 
formance is satisfactory. Phillips Spikes have plenty of talking 
points to aid you in making more golf shoe sales and satisfied 
golfer customers. Known as the “Spike of Champions”, Phillips 
Spikes are invariably specified by leaders in the game. At the 
Boston Show you'll see Phillips Spikes on many leading lines 
of golf shoes. 


Ask for list of shoe manufacturers using Phillips Spikes. 


F. C. PHILLIPS CO. STOUGHTON, MASs. 





BOOT anv SHOE RECORDER, June 1, 1940 


THIS WEEK IN THE 


Saturday, June 1, 1940 


SHOE TRADE 


National News 





Resort Analysis Indicates Summer Trends 





Close of Winter Season in South Provides Outline of Footwear 
Styles to be Seen in Rest of Country During 
Next Few Months 


MIAMI BEACH, FLA.—With the close 
of the resort season, here, “best sellers” 
during the past few months give a 
fairly definite picture of what will be 
important for Summer wear in other 
parts of the country. White was very 
important; shops have reported from 
40 to 70 per cent of their volume in 
white shoes. 

Next to all-white, white and brown 
combinations have sold extremely well. 
White and blue has been very active, 
ranking third in sales. Other combi- 
nations, including a lot of white and 
red, sold in considerable volume. All 
red shoes have been excellent. One 
shop reported that red shoes and match- 
ing bags have sold well for wear with 
either white, black or navy costumes. 
All pastel colors have moved and there 
was a good deal of interest in novelties, 
such as plaids, stripes and prints. 

It was a good season for novelties in 
fabric. Some of the unusual shoes 
found among the more exclusive lines 
have been made of chambray, big plaid 
gingham, stiffened lace, silk prints and 
sailcloth. Not as much linen as usual 
was sold. 

Wedge have become a “must” in a 
resort wardrobe. One of the better 
shops reports that 40 per cent of their 
total sales were wedge heels; others 
give it anywhere from 10 per cent up. 

Simple shoes are hard to find; even 
the classic oxford and pump have taken 
on new lines. They offer a high cut 
front, a lot of perforation and decora- 
tive motifs, colored trim, open toes and 
a number of other interesting details. 
Several of the better Lincoln Road 


shops found that the open toe was out- 
selling the closed model to an extent 
that it was actually difficult to find 
closed toes. Openings are smaller, how- 
ever. The heel-less shoe is also impor- 
tant. While it has not yet reached the 
same place as the open toe, it is fast 
getting there. The open heel has scored 
high this season, according to all but 
one of the shoe merchants. Heels were 
particularly important and played an 
important part in the decorative motif 
of the shoe. The wedges that were best 
liked were those with special heel treat- 
ment — colored inlays, cut-outs and 
other trim. 

Early in the season some of the buy- 
ers said: “Watch for white and black; 
it may be the dark horse of the season.” 
A check, however, shows that instead of 
being the dark horse it ranked with the 
“also rans.” It did not pick up into 
volume as was expected, although there 
was more interest in this combination 
than was evidenced for several years. 





Youngest and Oldest Team Up 


CHICAGO, ILL.—The youngest and 
the oldest members in point of service of 
the Chicago Shoe Travelers are now 
working together. Pete Ware and Joseph 


‘Slater are now traveling the states of 


North and South Dakota, Minnesota, 
and Wisconsin and the greater Chicago 
territory for the K.B.S. Division of the 
General Shoe Corporation. Young Sla:- 
er is a brother of George Slater, secre- 
tary of the Chicago Shoe Travelers. 





Hannahsons Adds to 
Sales Staff 


HAVERHILL, Mass.—Hannahsons Shoe 
Company of this city announces the ad- 
dition of four men to its staff of sales- 
men—Jerry Cole, whose home is in 
Miami, Florida, and who will cover the 
states of Georgia, Alabama and Flor- 
ida; B. W. Hunter, of Zanesville, Ohio, 
who is to cover that state complete; 
R. H. Witt, of Roanoke, Va., who covers 
the states of North and South Caro- 
lina; and A. Stockman, of New York 
City, who, in addition to covering 
Brooklyn and Jamaica, Long Island, 
will also travel through New Jersey. 

At the factory is being assembled a 
completely new Fall and Winter line of 
the formal and daytime sandals in the 
manufacture of which this company has 
always specialized. Samples will be 
ready for the trade about July 1, and 
salesmen will leave immediately there- 
after for their respective territories. 


Compo Moves St. Louis Offices 


Boston, Mass.—The Compo Shoe 
Machinery Corporation announces the 
removal of its St. Louis offices from 
2918 Washington Avenue, where it has 
been located for many years, to 3644 
Enright Avenue. The new quarters are 
much larger and will enable the cor- 
poration to carry a more adequate stock 
of parts and findings with which to give 
complete service to manufacturers in 
that district. The office is in charge of 
John Devine, manager of the Southwest 
territory. 

William Solar, of the Compo Shoe 
Machinery Corporation; Abe Burtman, 
head of the Rondeau Shoe., Farming- 
ton, N. H., and Alec Goldstein, buyer 
for Edison Bros., recently returned 
from a South American tour during 
which they visited a number of shoe 
factories. 





THE NEW 


AM LEISURE LEADER 


Damge 


with 
Comfortable Wedge Heels 


3144 Harlem Tan. 
Unlined. Plain Toe. 
Natural Airwedge 


IN STOCK JUNE 15... Sizes 6 to 12... 


Widths A to D .. . Terms 5% 30 days 
Prices subject to change without notice 


WINTHROP SHOE COMPANY «+ Div: International Shoe Company + SAINT LOUIS 
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Shoes Featured in 
Fall Showing 


New York—Under the sponsorship 
of the Merrimack Manufacturing Com- 
pany, Inc., a Fall Fashion show and 
cocktail party, held recently at the 
Hotel Plaza, featured costumes by a 
group of well-known American design- 
ers. Costumes included everything from 
ski to evening clothes, with velveteen, 
corduroy and sheercord figuring promi- 
nently. Shoes were by Newton Elkin, 
Schwartz & Benjamin and Joyce, with 
some play and after-ski shoes designed 
by Brigance. 

Especially effective among the shoes 
were a pair of dressy brown suede 
oxfords with ski heels and picot top by 
Customcraft; a black suede stepin with 
the newly revived Damascus silhouette 
with binding and bow of faille and an 
elasticized smoke-grey suede pump, also 
by Schwartz & Benjamin. Most of the 
evening shoes were provided by Newton 
Elkin. Outstanding were the corduroy 
shoes trimmed with sage green sequins, 
the white satin evening wedges trimmed 
with black satin and red velveteen 
wedges trimmed with silver and gold 
kid. Joyce shoes included a zipper 
after-ski boot with red cuff and a green 
suede campus play shoe. 

Preceding the runway show, Miss 
Esther Lyman of Harper’s Bazaar spoke 
briefly on Fall silhouettes, materials 
and color. She endorsed straighter 
skirts, front fullness, longer and com- 
fortable jackets; corduroy and velve- 
teens as recommended by Alix; brown 
as a strong fashion note, reds, greens, 
middle blues, taupes, sports grey and 
light browns. Contrasting accessories 
worn with brown costumes. 

Frederika Fox of Vogue spoke on 
silhouettes for Fall, especially for cam- 
pus wear. Bell skirts are out except 
for short sport skirts to be worn with 
long high socks. Color contrast in two 
er three-piece Fall suits is important 
for the college girl. Plaids still good, 
with a natural background as news. 
Blonde shades good, also browns, grey 
and taupe, grey slate blue, brownish 
rusts, medium blue green. Textures 
are smooth, soft. 





Worcester Store Remodels 


Worcester, Mass.— The Colt Shoe 
Co., Inc., has begun alterations on their 
store at the corner of Commercial and 
Mechanic Streets. A new corner door 
is being cut on the Commercial Street- 
Mechanic Street corner and the door 
formerly on the Commercial Street side 
is being sealed up. The inside of the 
store will be given a new paint job and 
fluorescent lighting fixtures and new 
floor coverings will be installed. 

The company will gain about 200 
square feet in floor space when the al- 
terations are completed. Plans also call 
for a rearrangement of the stock 
shelves. Norman Jackson, formerly 
manager of Elkin’s Worcester store, is 
the new manager of the Colt Shoe store. 
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Look for this label 





W Luclyn Sinili 


y slipper is made from Felters Mac-Plaid Certified Felt. It shows the 


extreme versatility of modern design, presenting a smart, suavely-fitting 
boudoir slipper with the fashionable lacing at front and back. 


Dont fail to have a line of boudoir slippers in the popular Felters Mac-Plaid 


for the coming fall and winter. It is the outstanding felt material for 1940-41. 


THE FELTERS COMPANY, INC. 


210 SOUTH STREET, Dept. S-6 . : BOSTON, MASSACHUSETTS 
Offices—New York, Philadelphia, Chicago, Detroit Mills—Johnson City, N. Y., Millbury, Mass., Jackson, Mich. 
Sales Representatives—Dallas, Los Angeles, Nashville, Sit. Louis, St. Paul 
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TRIMFOOT AND WIZARD 
FOOT APPLIANCES 


From the Desk ~ 


J. B. REINHART 


The entire Trimfoot 


lines of ap 
Pliances 
by the Sanitized 


& new health feat 


this marve 
leathers 
sterilizing in 
Trimfoot and Wi 
better products 
to wear, 


troduce 


P.8. For details 
write to Trimfoot 
Co., St. 





ARE NOW 


zard Arch Builders 
for your customers 


We are happy to be 
this scient 


to the foot applia 


and Wizard 


Process, creati 





ific advancement 


nce field, 





Buffalo Retailers to Go As 
Unit to State Convention 


BuFFaALo, N. Y.— Arrangements for 
the transportation and convenience of 
the members of the Greater Buffalo 
Shoe Retailers Association and Affii- 
ated Trades to the New York State 
Shoe Retailers Convention in Syracuse, 
June 16-17, are in charge of Charlies W. 
Reis, general chairman, and Charles P. 
Sickler, co-chairman. Mr. Reis is a 
veteran member of the Beacon Falls 
Rubber Footwear Co., with 41 years in 
selling shoes to his credit in western 
New York and western Pennsylvania, 
while Mr. Sickler is a veteran retailer 
among Main Street merchants. Mr. 


Reis and Mr. Sickler are arranging for 
buses to take the 50 or more members 
who will attend and have arranged for 
headquarters of the Buffalo delegation 
in the Hotel Syracuse. 


Daley Appointed Kline’s 
Shoe Manager 


CLINTON, Iowa—Donald W. Daley, 
connected with the shoe business for 
the past eleven years, lately with the 
Van Allen’s Shoe store, here, has been 
made manager of the shoe department 
of Klines Department store here. The 
store has recently been remodeled and 
redecorated and the shoe department 
enlarged and modernized. 


Mobilizing Civilian America 

The Council on Foreign Relations 
could hardly have chosen a more appro- 
priate time for bringing out the new 
volume it has just issued under the title 
of “Mobilizing Civilian America.” With 
the country’s interest focused as never 
before on military preparedness and 
national defense, the volume, which is 
the result of more than two years’ re- 
search by its authors, Harold J. Tobin, 
professor of political science at Dart- 
mouth, and Percy W. Bidwell, director 
of studies of the Council of Foreign Re- 
lations, is assured of a much larger 
group of interested readers than could 
ordinarily be counted on for a book of 
this nature. 

Much has been written in popular 
magazines of “M Day” and the plans 
that have been evolved for the mobiliza- 
tion of the nation in the event that the 
United States should again become in- 
volved in the great war. The magazine 
articles in some instances have suc- 
ceeded in surrounding the subject with 
an atmosphere of mystery which the 
present volume, with its detailed dis- 
cussion of what took place during the 
last war when the country endeavored 
to marshall its resources of industry 
and man-power, and the plans which 
have been made by our defense services 
to achieve greatest efficiency in case of 
another conflict, proceeds to dissipate. 
It deals, however, more with the sub- 
ject of industrial mobilization than with 
the strictly military aspects of the sub- 
ject. 

After surveying the experience of the 
World War, the book takes up the In- 
dustrial Mobilization Plan as originally 
evolved in 1931 and revised in 1933, 
1936 and 1939, then proceeds to discuss 
in detail such subjects as Propaganda 
and Censorship, Mobilization of the 
Armed Forces, Mobilization of Indus- 
trial Labor, Mobilization of Business, 
Control of Prices and Profits, Procure- 
ment Planning, The Plan in Action. 
The 1939 revision of the Industrial 
Mobilization Plan is printed in an ap- 
pendix and is followed by an extensive 
bibliography. 

Business executives and others who 
are curious to know how industry might 
be affected in the event that a major 
conflict should call for the organization 
of the nation’s resources in support of 
military operations will obtain a clear 
and comprehensive idea from “Mobiliz- 
ing Civilian America.” The volume is 
published by the Council on Foreign 
Relations, 45 East 65th Street, New 
York, and the price is $2.75. 


Shoes Ordered for Air Service 


Boston, Mass.— The Hubbard Shoe 
Co., Inc., of Rochester, N. H., has been 
awarded the contract to manufacture 
408 pairs of flying cadet shoes—black 
calf leather oxfords. The price at 
which the contract was awarded was 
$2.75 a pair. On Merch 29, a contract 
for the same type sho>*s was let at a 
price per pair of $2.87. 
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MATCHING COLORS 


Being a product of nature, all skins are 
different. Their size is different; their pat- 
tern is different; their texture is different; 
they react differently to different colors, yet 
the Goddess of Style demands uniformity of 
color. Not only must our leather colors meet 


style specifications, but all the leather within 


a color must be matched and uniform in 
shade; otherwise the finished shoes would vary 
in appearance. All “American Hide”’ leath- 
ers are continually inspected and graded for 
quality, weight, size, color and shade. Our 
final sort is as near standard as is humanly 
possible. 


AMERICAN HIDE AND LEATHER COMPANY 
—_—_—_—_—_—___——_—__==_=_=_=_=_=_=_=_=_=_=_=_=_=_=_=_=_======—=[][a»aan——=a=—=— 





Boston 
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Flesibility 


FIRST TALKING POINT IN 


MODERN SHOE SELLING 







PATENT PROCESS 


FIRST SHOE IN 


FL adalt 









Men's shoe merchandising moves faster 
every day, and FEATURES, more than 
ever, sell shoes. Merchants say too, that 
the first feature customers look for is 
Flexibility, and Hy-Flex gives them just 
that. You'll find sturdiest brogues as flex- 
ible as lightest weight, warm weather 
street types, when they're made the Hy- 
Flex way. Permanently smooth, flat inner- 
soles keep them comfortable too, after 
long, hard wear. Style too, reaches new 
heights in Hy-Flex Shoes. You'll have to 


} see them to appreciate how smart and 


how flexible a man's shoe can be. 





NORTH ABINGTON 





— See Them, Boston Shoe Fair Room 403—Statler 


DAVID QUIGLEY DIVISION 





massacuuserrs Conrad Shoe Company 








Detroit Retailers to Hold 
Outing July 14 


Detroit, Micu.—Sunday, July 14, is 
the date which has been set for the An- 
nual Picnic sponsored by the Detroit 
Shoe Retailers and the Michigan Shoe 
Travelers Club. The place is Cowan’s 
farm, located 17 miles from Detroit out 
West Fort Street. Charles Harris has 
been appointed chairman for the affair. 


Purchases Kaler Store Interest 


MAQUOKETA, Iowa—Paul Creger has 
bought an interest in the Kaler Shoe 
Store from Gale Spalding, who recently 
purchased the stock but not the book 
accounts. 





The partners will operate on a cash 
basis in the future and continue the 
business under the name of The Kaler 
Shoe Store. 

Mr. Creger has been employed in the 
store the past 16 years, so will be fa- 
miliar with the trade. 


Barrett Shoe Co. 
Reopens Plant 


FRANKFORT, Ky. — The Barrett Shoe 
Company which closed its plant here, 
has reopened. The reopening will give 
employment to approximately 300 per- 
sons. The Barrett Shoe Company are 
successors to the Hoge Montgomery 
Shoe Company. 


‘Smitiv Bros: Stare in New 


And Modern Location 


York, Pa. — Smith Brothers Boot 
Shop recently moved from its old quar- 
ters at 41 West Market Street to a 
new and modern store at 19 South 
George Street, here. 

In opening’ their new shop, Smith 
Brothers, which formerly handled only 
women’s shoes, added a line of men’s 
shoes. 

The York store is the only one of 
the firm’s three shops which carry 
men’s shoes. Other stores are located 
in Harrisburg and Williamsport. 

The women’s department is located 
on the store’s first floor, while the men’s 
lounge is located on the mezzanine floor. 

Bird’s-eye maple fixtures are used ex- 
clusively in the women’s department. 
There are thirty-six individual chromi- 
um chairs for the comfort of custom- 
ers. 

The walls are light blue and the ceil- 
ing white. The carpet is yellow, 
burgundy and blue. Fluorescent light- 
ing illuminates the room. 

A spacious staircase in the rear of 
the storeroom leads to the men’s lounge 
on the mezzanine floor. 

The men’s lounge was finished to give 
it a club room effect. Twelve large 
lounging chairs are chrome with tanned 
calf backs and seats of various colors. 

The men’s stockroom is hidden be- 
hind bird’s-eye maple paneling. Four 
indirectly lighted display cases are 
placed in wall niches. A deep red 
carpet covers that part of the floor 
which isn’t covered by inlaid linoleum. 

The staff consists of Joseph Smith, 
president; Myer N. Smith, secretary- 
treasurer; Harry Madanick, manager 
of the women’s department; Kenny 
Weikel, manager of the men’s depart- 
ment; Ben Weller, and Luther Hoff- 
man. 


Ski Heels Find Favor 


In Denver 


Denver, CoLto.—Ski heels and open 
toes in perforated elasticized buck in 
white with tan or blue calf trimming, 
are holding first place in newest of 
Summer shoes at the Gans-Down’s 
store, here. Other models in this type 
were displayed in tan doeskin with 
beige lizard trims along with red pip- 
ing, also blue doeskin with grey lizard 
and red piping. 

These shoes seemed instantly popular 
because they were less of the wedgie 
and yet smart in effect with 100 per 
cent comfort thrown in. 









Flagler Store Remodels 


TAMPA, FLiA.—The Flagler Shoe 
Company, Franklin and Twiggs streets, 
is spending $4,500 on a remodeling pro- 
gram which will make the interior of 
the store into a modern shop. The place 
will then be known as Cowen’s Modern 
Shoe Store. David Cowen is manager. 
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Less than 1 Ib. pressure 
flexes this Sbi Del Mac 
shoe double 
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HUTCHINSON-WINCH 


BOSTON BRANCH 


INTERNATIONAL SHOE CO. 
580 TO 590 ATLANTIC AVE. 


PRICED TO RETAIL 
AT 


$300 ~. $350 


BOSTON, MASS. 














Whites “Clicking” Early 

DENVER, CoLo.—Whites seem to be 
“clicking” unusually early this season, 
according to Jack W. Goater, buyer for 
the women’s shoe department of Broad- 
hurst Shoes, Inc., here. 

“In view of the poor weather we’ve 
had to date, we’ve been rather sur- 
prised to see how rapidly whites have 
taken hold,” says Mr. Goater. “Wedges 
continue as the number one sellers. We 
could move even more high wedges 
than we have been selling if we had 
the stock right now. While, because 
of weather, the season hasn’t been too 
active to date, business now seems to 
be picking up and we look forward to a 
good Summer.” 


Seattle Store Celebrates 
15th Anniversary 


SEATTLE, WasH.—Trace E. Peters, 
manager of the French, Shriner & 
Urner store at 1214 Fourth Avenue, in 
the Olympic Hotel Building, celebrated 
on May 24 the fifteenth anniversary of 
the opening of his store. Peters began 
his lengthy shoe career in Seattle when, 
in 1903, he joined the staff of the 
former Brown Brothers Shoe Company 
at First Avenue and Columbia Street, 
then in the heart of the choice retail 
section. 

C. R. Jackman is assistant manager 
of the local French, Shriner & Urner 
store. 


Florsheim Reopens Smart New 
Men’s Shop in Cincinnati 

CINCINNATI, OH10—Although opening 
day for Florsheim’s new store in Cin- 
cinnati fell on an extremely chilly day 
which hurried people from Summer 
clothes back to topcoats, the inclement 
weather did not deter the crowd of 
more than 5000 persons that visited this 
smart shop. Built anew in the same 
location to which Florsheim customers 
have been in the habit of coming for 
many years, the opening of the new 
store marked the 39th anniversary of 
Florsheim shoes in Cincinnati. 

At 10:29 the store facade gave the 
appearance of an enormous gift pack- 


| age, wrapped as it was in gold cello- 
| phane and tied with red satin ribbons. 


At exactly 10:30, Paul Derringer and 
Ernie Lombardi, popular Reds’ stars 
and customers of Florsheim, cut the 


| ribbons which sealed both outer lobby 


and store entrance, admitting the wait- 
ing crowd to this beautifully appointed 


| store which has the air and appearance 
| of a men’s club lounge. 


Comfortable 
luggage leather armchairs and fitting 


| stools and fluorescent lighting make 
| shoe buying a pleasure in this estab- 
| lishment. 


Manager J. M. Smith, who has made 


| many friends for Florsheim during his 
| twenty-one years as manager, was as- 


sisted by Horace Adams, of the Chicago 
office of Florsheim Shoe Co., who came 
to Cincinnati for this special occasion. 

Through a full-page announcement 


| Cincinnatians were cordially invited to 

attend open house from 10:30 A. M. to 
Bis ae 
| are a guest before you’re a customer.” 
| This statement was substantiated from 
| the moment one entered the store. 
| Three lovely young ladies in tea gowns 


.. always at Florsheim, you 


and carrying flower trays acted as host- 
eses, pinning gardenias on the ladies 
and placing carnations in the lapels of 
the men. In the doorway, each visitor 


| was presented with a key to try on the 
| treasure chest toward which flowed a 
steady line. Among the five thousand 


keys distributed were ten which opened 
the lock. The lucky holders found an 
order for a pair of Florsheim shoes in- 
side the chest. 

A special radio broadcast was held 
by popular Dick Bray of Station WSAI. 
Cincinnati’s gracious Mayor James Gar- 
field Stewart spoke, as did Karl T. Finn 
of the Cincinnati Better Business Bu- 
reau, Lynn Revenaugh of the Cincinnati 
Retail Merchants Assn., and many other 
prominent Cincinnatians and out-of- 
town guests. Noodles Hahn, the man 
who pitched the first “no hit” game for 
the Reds in the National League in 
1900, talked to the men about baseball. 


Syracuse Store Moves 


Syracusgs, N. Y.—The Cantilever 
and Ground Gripper Shoe Store will 
move soon from 440 S. Warren St. to 
208 E. Jefferson St. 
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MR. LEWIS, | BELIEVE IT 
WOULD OVERCOME THE TROUBLES 
WE EXPERIENCE ON BROKEN BREAST 
FLAPS IF WE INSISTED ON HAVING 
MORE OF OUR SHOES MADE WITH 
BREASTLOCK HEELS — AND 
THAT WOULD ELIMINATE MOST OF 
OUR CUSTOMER COMPLAINTS. 


The Breastlock feature prevents heels from pulling 
away at the back, strengthens the shank, and helps the 
shoes hold their shape longer. Now that short soles are 
available from many sources, Breastlock heeled shoes 


should cost no more than those with Louis or Boulevard 


Heels — some cost less. 


WELL, JOHN, 
MVE BEEN 
THINKING THE 
SAME THING. 


LET’S DO IT. 


BREASTLOCK 


TRADE-MARK 


HEELS 


F. W. MEARS HEEL COMPANY, Inc. 


140 FEDERAL STREET 


BOSTON, MASS. 


Factories at Auburn, N. Y., Columbus, Ohio, Conway, N. H., Lawrence, Mass., St. Louis, Mo. 
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Brockton Visitors Receive Shoes 


Edward Everett Horton, left, and Miss Marjorie Lord, both well known on stage 
and screen, each received a pair of Walk-Over shoes from Jean R. Keith, son of 
Harold C. Keith, president of the Geo. E. Keith Company, at the 51st Annual Ball 


of the Brockton Police Relief Association, recently. 


Mr. Horton and Miss Lord 


are playing currently in a stage play in Boston and came from their performance 
to attend the ball. The former selected a pair of Turf Boots in size 942B while 
Miss Lord chose white wedges, size 4B. 





Reservations Increase for 
Michigan Travelers’ Show 


Derroir, Micn.— At a meeting of 
the Michigan Shoe Travelers’ Club an- 
nouncement was made that sufficient 
reservations had already been made 
that the entire 14th floor of the hotel 
is now sold out for the July Shoe Fair, 
July 7 and 8, and a portion of the 13th 
floor has already been reserved. Pres- 
ent indications are that there will be a 
complete sell-out with everything point- 
ing toward a good, healthy show. 

“Plans are coming along very fine 
for our first show and it looks as if the 
success of this show would establish on 


a permanent basis a Fall show each 
July,” said Sam Kane, chairman of 
publicity. 

At this meeting the following com- 
mittees were appointed for the club for 
the year 1940-41: 

Membership Committee—George Law- 
son, chairman, and Sam Weiss; Sick 
and Flower Committee—Harvey El- 
binger, chairman; Al Apple and Otto 
Peters; Relief Committee—J. A. Mogle, 
chairman; Jack Harris and Sam Ten- 
zer; Entertainment Committee—E. C. 
Armstrong, chairman; Leo Rudolph 
and Al Cattell; Reception Committee— 
Charles Harris, chairman; Paul Tenzer 
and C. R. Drummond; Grievance Com- 


mittee—Jack Howard, chairman; A. J. 
Hart and C. Choden; Publicity—Sam 
Kane, chairman, and H. C. Schwartz; 
Employment Committee—Lou Hall, 
chairman; Peter Howard and Moe Can- 
tor; Finance and Auditing Committee 
—Frank Huetter, chairman; H. Meyer 
and Peter Howard. 


California Retailers Expect 
Sellout for Show 


SAN FRANcIsco, CaLtir.—San Fran- 
cisco Bay region shoe retailers are mak- 
ing final preparations for extending a 
royal welcome to visitors to the Cali- 
fornia Shoe Retailers’ Convention which 
will be held here June 9th to 12th at 
the St. Francis Hotel. 

Advance reports indicate that this is 
one convention where delegates are 
planning to bring the whole family, for 
while the men are attending the conven- 
tion sessions, the rest of the family can 
be having a good time on Treasure 
Island seeing the sights at the Golden 
Gate International Exposition. Also 
the program is so arranged that the 
men folks can join them in the late 
afternoons and evenings, as the sessions 
close promptly at 3:30. The only spe- 
cial entertainment feature scheduled is 
the annual banquet Tuesday evening 
The balance of the time during the fou: 
days can be divided between inspecting 
lines, buying, and seeing the sights. 

With over one hundred and fifty lines 
to be on display, visitors will be able 
to see all the latest ideas in shoe styles 
and merchandise. 

Bill Ahern, convention manager, re- 
ports that with last minute reserva- 
tions, still coming in, the indications 
are that all available space will be 
taken, and that this convention will be 
one of the best in the association’s his- 
tory. Outstanding speakers are sched- 
uled, as well as open forum discussions 
that will be packed with merchandising 
ideas and suggestions. In addition to 
these “meaty” sessions, the time has 
been arranged so as to give more hours 
to inspect lines and meet the travelling 
representatives of shoe manufacturers. 











“The Point-of-Sale is still the Key- 
stone of the arch on which the plan 
of sale stands or falls—” 


F,. W. Stewart, Jr. 
of Stern Bros., New York City 











rations 
vill be 
will be 
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» hours 
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Merchants Believe Wedge . 
Interest Centers in Play Shoes 


MONTGOMERY, ALA.—High popularity 
for the wedge heel in the play type of 
shoe is predicted here by Abe Baker, 
co-owner of the J. B. Shoe Company 
and proprietor of Jay’s Shoe Store. 

A survey of the shoe stores of the 
city reveals that most of the shoe mer- 
chants believe the popularity of the 
wedge heel will reach a new high in 
play shoes as midsummer advances. 
Each merchant emphasizes the rising 
popularity for play shoes. With the ex- 
ception of the Montgomery Fair, belief 
in future demand for the dressier type 
shoe with wedge heel is so negligible 
among the merchants they are not 
stocking them. 

At Montgomery Fair, however, Miss 
Kate Sullivan, veteran shoe saleswoman, 
states that sales of the dressy type 
wedge have been brisk enough to make 
reorders necessary at frequent intervals. 

The outstanding display of play shoes 
here is at the Shoe Mart, where a full 
window has been given a nautical set- 
ting as background for 50 or more styles 
in prices ranging from $1 to $5. The 
store specializes in novelty shoes. Al 
Levy’s Shoe Shop, which also specializes 
in novelties, has a special display of 
window wedges, in all-over multi-rhap- 
sody cloth and in white linen with blue 
or black patent trim. 

At A. Nachman’s leased department, 
H. C. Stephenson, manager, states that 
the ski heel is the favorite, with second 
place to the wedge. 

Manager DeShields of Alex Rice’s 
leased department is not stocking 
wedges, even in play shoes. Rubin’s, 
Kinney’s and Seawell’s are other stores 
not stocking wedges. The last men- 
tioned stores cater to family trade, and 
found last year’s sales of wedges lagged 
to such an extent that orders were not 
placed this year. 


Foot Appliance Firm 
Organized on Coast 


Los ANGELES, CALIF.— The Ped-O- 
Flex Company has been formed here, 
by Harry E. Hakill. A foot exercising 
cushion made of leather covered and 
ventilated rubber is being offered the 
retail trade. The originators claim to 
have something new and different in 
metatarsal comfort. The appliances are 
so made that they will not slip out of 
place and can be transfered from one 
pair of shoes to another. 


Pollack & Chavis 
In New Location 


Cuicaco, Itu.—Pollack and Chavis, 
a general family shoe store which was 
located for 22 years at 1648 W. Roose- 
velt Road, has moved to 3642 W. 26th 
Street. Harry Chavis, who is a veteran 
in the Chicago shoe business, is man- 
ager of the shop which will continue to 
operate as a general family shoe store. 


[87] 








THE KEYNOTE FOR FALL 1940 
f-l-e-x-i-b-i-l-i-t-y 


CURTIS BURLY-FLEX” BROGUES 
Their popularity proven by a full year's actual sales 


OVER 20 FLEXIBLE 


STYLES — IN STOCK 
TO RETAIL IN THE 
$6.50 TO $6.85 PRICE RANGE 


See Us at the Parker House During the Show 
Rooms 409411 


CURTIS SHOE CO., INC. 


MARLBORO, MASS. 
*PAT. PENDING 




















“The idea, telling the lady you couldn’t even lift one when she asked if 
you carried mules!” 


(Submitted by A. H. Hollander, Somerset, Pa.) 
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JUNE 10-13 





DOCTORS — CHOICE 
CHILDREN'S AND MISSES’ SHOES 
—IN STOCK— 


DON'T FAIL TO SEE THIS PROFITABLE LINE 
ROOMS 505-507, PARKER HOUSE 


NATURE FOOTWEAR CORP. 
BREWER, MAINE 











MacDONALD BROS. & PAINE 


MEN’S SLIPPERS 
e FINEST KID UPPER 
@ FULL LEATHER LINING 
@ OAK TANNED SOLE 
@ RUBBER HEEL 


32. 53 


RETAILERS 





MARBLEHEAD, MASS. 








New Richland-Davidson Salesman 


R. J. McIntyre, left, discusses coming styles for men, in his new position as a 
sales representative of the Richland-Davidson divisions of General Shoe Corpora- 
tion, with W. W. Freeman, sales manager, in the Nashville, Tenn., offices. Mr. 
McIntyre will cover New Jersey, Delaware, Maryland and Washington, D. C., with 


the Fortune and Davidson lines of the company. 


A native of New Jersey, Mr. 


McIntyre is a veteran shoe man. He was connected with the H. C. Godman Com- 
pany for 15 years and the International Shoe Company for 14 years before join- 
ing the General Shoe Sales Staff. 





Noted Surgeon to Speak 
At Syracuse Show 


RocHESTER, N. Y.—Dr. Harry 
Spaulding Fish of Sayre, Pa., noted 
surgeon and gifted orator, is an- 
nounced as the principal speaker at 
the annual banquet of the New York 
State Shoe Retailers Association, to be 
held at Hotel Syracuse Monday eve- 
ning, June 17. 

Ernest N. Park, chairman of the con- 
vention committee, made the arrange- 
ments for Dr. Fish to speak. His sub- 
ject will be “Time.” A leader in Inter- 
national Rotary, the Y.M.C.A., the Boy 
Scouts of America, and surgeon for the 
Lehigh Valley Railroad, he is in big 
demand as a public speaker. 


M. A. Mittelman, head of the I. 
Miller shoe stores in Rochester, Cleve- 
land and Buffalo, will be toastmaster. 

John Slater, of New York City, 
chairman of the board of directors of 
the asociation, will preside at its meet- 
ing to be held Sunday afternoon when 
subjects of unusual interest are to be 
considered. 

It is expected that action will be 
taken toward initiating legislation that 
is designed to do away with the newly 
instituted practice in some industries 
of offering shoes and other merchandise 
for sale at cost to their employees. 

Wisconsin has a law which prohibits 
such sales — prevents industries from 
selling at retail any merchandise which 
they do not produce, thus giving re- 
tailers a square deal. 


After sending for a copy of the Wis- 
consin law and studying it, Ernest R. 
Park, Rochester, president of the asso- 
ciation, has asked the attorney for the 
Greater Buffalo Shoe Retailers Asso- 
ciation, to draft a similar measure to 
be introduced in the next Legislature. 


Named to Collins-Morris Board 


Str. Louis, Mo.—Horace B. Deal was 
recently elected to the Board of Direc- 
tors of the Collins-Morris Shoe Com- 
pany. Mr. Deal, a native of Philadel- 
phia, Pa., has been a resident of St. 
Louis since 1922, and prior to the or- 
ganization of the H. B. Deal Construc- 
tion Company of which he is president, 
was an executive of the James Stuart 
Construction Company of Philadelphia 
and New York. 

Mr. Deal is also a director of the 
Plaza Bank of St. Louis, the Utilities 
Insurance Corporation, and is vice- 
chairman of the Advisory Committee of 
the United States Army Ordnance As- 
sociation. He is a member of the Al- 
gonquin Country Club and Chairman of 
the House Committee of the Board of 
Governors of the Missouri Athletic 
Club. 

The Collins-Morris Shoe Company, 
which has recently undergone a com- 
plete reorganization, was organized 
about five years ago for the manufac- 
ture of children and misses shoes. Its 
two factories are located at Owensville, 
Mo., and executive and sales offices are 
located in St. Louis. Other members of 
the Board in addition to Mr. Deal are: 
James K. Vardaman, Jr., president and 
chairman; Edward W. Morris, Alan 
Postel, John A. Aid and John C. Kappel. 


Opens Leased Department 


In Boise Store 


Borst, IpAnHO—Frank W. Matthews 
has opened a leased shoe department in 
“Avenue Fashions.” This is one of 
Boise’s smart stores. Mr. Matthews 
also operates the shoe department in 
the Rosana Shop, this city. Popular- 
priced women’s shoes are carried in 
both departments. 
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HUARACHES 


THE WORLD'S MOST COMFORTABLE SANDALS 


MADE IN MEXICO | 
STOCKED IN NEW YORK 
WORN EVERYWHERE %& 


No. 700 Natural or 
White — for Men or 
Women. 


No. 700-X Natural or 
White — (Same as No. 


Spoils 
Fondonaires 


* 
* 
* 


MADE IN THE U. 5S. A. 





No. 700-CA Natural 
or White Steerhide for 
Women. 


with 
Closed Toe. 


$1.30 pr. Sizes and 
Half-Sizes 3-9. 


(36 pr. case lots only) 
Terms: —5% 20 days 
Net 30 


SEND FOR COMPLETE 
HUARACHE LEAFLET 


MEXICAN 


129 FIFTH AVE. 





700) with Open Toe. 


$1.30 pr. 
$1.40 pr. 


(36 pr. case lots only) 
Terms:—5% 20 days 
Net 30 


FRED LEIGHTON’S 
IMPORTS 


Size 3- 6 
Size 7-12 








A. SANDLER 





NEW YORK 


At the 
BOSTON SHOW 
Parker House 
Rooms 
432-434-436 


A few exclusive 
agencies available 





CO., 200 Essex St., Boston, Mass. 














Nordstrom’s to Operate 
Rhodes Shoe Departments 


SEATTLE, WASH.—Opening this Fall 
of a well-stocked men’s division in 
Rhodes Department Store, Second 
Avenue at Union Street, is being 
planned by Nordstrom’s, long-estab- 
lished local firm which has assumed 
management under lease of all shoe 
retailing activities in that prominent 
department store. Numerous changes 
in personnel and merchandising meth- 
ods have been made in the store by 
Nordstrom’s since May 1, when the 
lease became effective. 

The children’s and boys’ shoe divi- 
sions, formerly on the third floor, 
have been consolidated with the 
women’s section on the main floor 
with a subsequent extension of space. 
Principal women’s lines carried are 
Selby Stylies and Peacock. Freeman 
and Nunn-Bush lines will be featured 
in the projected men’s division. 

0. E. Thorpe, veteran Seattle shoe 
man, manages the combined new de- 
partment. He was formerly asso- 
ciated with Turrell’s, Seattle, and was 
more recently with Nordstrom’s. 
James Feeley, former buyer, has been 
named manager of the downstairs 
shoe section where lower-priced lines 
are carried. A. Y. “Tony” Drain, shoe 
man long associated with Rhodes, has 
joined Nordstrom’s main store at 
Fifth and Pike. 

Nordstrom’s is operated as a part- 


nership by three brothers, Everett, 
Lloyd and Elmer Nordstrom, sons of 
one of the company’s founders, John 
W. Nordstrom. 

“We have been pleased with this op- 
portunity to extend our activities al- 
though it is, of course, a departure 
from anything we’ve done in the past,” 
declares Lloyd Nordstrom. “As our 
main store was for many years in the 
same Second Avenue district where 
Rhodes Department Store is located we 
naturally feel that we are somewhat 
familiar with retailing methods which 
will best serve Rhodes’ patrons.” 

Under Nordstrom’s plans, increased 
window display space will be given to 
shoe promotion in the large department 
store. 

The Nordstrom firm was originally 
established in 1902 at Wallin & Nord- 
strom by John W. Nordstrom and C. W. 
Wallin. In 1929 the three brothers pur- 
chased their father’s share and, one 
year later, bought out the Wallin in- 
terests. The company’s Fifth and Pike 
store, one of the larger retail stores in 
the Pacific Northwest, has been en- 
larged even since its opening less than 
three years ago. A suburban unit is 
operated at 4339 University Way, in 
the University District adjacent to the 
University of Washington. 


Brown Shoe Statement 


St. Louis, Mo.—Brown Shoe Com- 
pany, Inc., has issued its semi-annual 


the period ending 
April 30, 1940, showing net sales for 
the six months prior thereto amount- 
ing to $12,891,851.85. The profit be- 
fore taxes for this period were de- 
ducted amounted to $293,737.28, and 
the net profit was $248,737.28. The 
consolidated profit and loss statement 
shows a balance at April 30, 1940 of 
$7,362,867.39. Cash dividends paid 
total $246,750. 


statement for 


Leases Department in 
New Reno Store 


RENO, NEv.—The shoe department in 
the Joseph Magnin new Reno store has 
been leased by Mrs. Frank Moore of 
San Francisco. This store is considered 
as one of the finest in the “Biggest 
Little City in the World,” as Reno calls 
itself. The shoe department is most at- 
tractive with its coral colored leather 
effects. Better footwear retailing from 
$9.75 to $16.75 is carried. Manager 
R. A. Waddell reports an excellent 
opening business. 


Hartman Named 
Shoe Manager 


BROCKTON, Mass.—George Hartman, 
of Dorchester, Mass., has been appoint- 
ed manager of the shoe department at 
the Enterprise store here, succeeding 
Maurice Bertman. 





Ct ON a a ee eee —— 


Mexican Huaraches 


Riding Shoes 


FOR MEN, WOMEN 
and CHILDREN 
ALSO 


oe eee 


Carton Labels 


seer me + 6o oh ee er 


CARTON 
| 


TOLMAN PRINT INC 








New Play Shoe Version 


Los ANGELES, CALIF—A new de- 
velopment in the Sun-ee line of play 
shoes in being introduced by the Fern 
Shoe Co. This outgrowth of play shoes 
is definitely a new thing in the shoe 
business, according to Harry Sobel, 
sales manager of the company. The 
new shoes are of a runabout character 
having 12/8 heel wedges and a very 
flexible platform sole. They are for 
street and everyday wear for all months 
in the year, in all parts of the country. 
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Moccasins Selling on Coast 
For Casual Wear 


Los ANGELES, CALIF.—Genuine moc- 
casins are selling in a surprising man- 
ner, finds Roy Reynolds, manager of 
men’s shoes in the J. W. Robinson Co. 
store. Leather soles for casual wear 
and rubber soles for active sports are 
leading nearly all other kinds of casual 
sports shoes. A very flexible Boarhide 
leather soled moccasin is being gener- 
ally used by Robinson’s patrons for 
wear between home and golf club, as 
an informal evening slipper and for 
wear when dressed in sports clothes. 
A heavy Boarhide, with a heavy, yet 
flexible sole, and with wooded pegs in 
the heels is being accepted as a fine 
business wear shoe. This shoe also has 
a reversed welt and one-piece upper, 
giving it an unusual appearance, yet 
at the same time, it is in excellent taste. 


Opens New Shoe Department 


Conway, ARK.—It was recently an- 
nounced that a new shoe department 
will be opened by Hinton’s, here. A. D. 
Bailey, formerly with Harkey’s will be 
in charge. A complete line of women’s 
shoes will be stocked. 








(sest KNOWN NAME )) 
in baby shoes 


makes the best sales record 
. . « the best profit for you. 
You can capitalize on the 
outstanding name in baby 
shoes . . . Mrs. Day’s oe 
. « known to thousands of 
parents, having a high repu- 
tation and consumer prefer- 
ence from coast to coast. 
Write for complete informa- 
tion to 


MRS. DAY'S 
IDEAL BABY SHOE CO.. 
DANVERS, MASS. 














\S WRITE FOR CATALOG } 

















New Rope Sole Footwear 


sandals, scuffs and 


uppers are made over lasts of 


— footwear, ape 5 es eS 


‘ourths of an inch, very soft and 
varied material 


such as sail cloth, terry cloth, 


leather, hopsacking or knitted fabric and at present embrace about seven or 
eight styles, as shown above, in many interesting and varied color combinations. 





Saddles Big Item with Students 

Lincotn, Nes.—T. W. Crawford, 
who recently joined Magee’s as man- 
ager of the men’s and women’s shoe 
departments, coming to Lincoln from 
Fort Worth, Tex., where he has been 
part of the firm of Spurlock and Craw- 
ford for the past eleven and a half 


years, reports business as very good. 
Spectators are selling in women’s 
styles, and there is a large demand 
for two-toned styles in men’s shoes. 
Magee’s has a large student patronage 
from the University, and Mr. Craw- 
ford reports that most of them are 
calling for saddles. 














TEN 


eat eee 
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J. M. CONNELL 
SHOE CO. 
OF SOUTH BRAINTREE, MASS. 
EXHIBITS 
A NEW AND DIFFERENT LINE 
OF 








ARCH 
KEEPER 

















FINE QUALITY SHOES 
AT THE 


BOSTON SHOE FAIR 
JUNE 10-13 





PARKER HOUSE ROOMS 302-304 








Terry Cloth Wedges 
Featured in Chicago 

Cuicaco, ItL.—Wedges in a new 
version-in-terry cloth, which covers the 
entire shoe, are being successfully pro- 
moted by Mandel Brothers. They are 
featured for home, beach and lounging, 
with the promotion, “You won’t be able 
to resist them! Those adored wedges 
now in a wonderful new version for 
your leisure hours! Nubby terry cloth 
to wear as bath shoes, beach sandals, 
or for loafing.” Color combinations in- 
clude wine with white, navy and white, 
white with navy, pink with navy, blue 
with navy, and wine with navy. 


Buys Store Interest 


Sac Crry, Iowa—V. M. Tennant, 
formerly employed in Fort Dodge, 
Iowa, shoe stores and an experienced 
shoe man, has bought an interest in the 
T & R Bootery, here, from Tony Resch 
of Rockwell City, Iowa, owner of the 
store. Mr. Hahn, who has managed the 
T. & R. Store for Mr. Resch, has not 
as yet made plans for the future. 


SAVES YOU 


Salea 


MAKES CUSTOMERS 
AND GETS THE 


Wtoney 


It's the whole works—SHU X-PANDER, 
a scientific shoe stretcher—nine ways to 
stretch and solve every shoe difficulty—at 
the point of sale. 


Priced reasonably—men's and women's, 
left and right—with complete kit of attach- 
ments. 

MEN'S SHU X-PANDER—one pair cov- 
ers entire size range of men's shoes. 

WOMEN'S SHU X-PANDER—one pair 
covers entire size range of women's shoes. 

For full particulars write: 


» CHARLES HENRY BROWN & SON, we. 
47 WEST 34TH STREET NEW YORK CITY 


Sizing Up Down South 


And they were quite a size, too—in fact it , a record —, i day 7 
. Herman Delman and Abe Blatt brought in during a recent ng trip out o 
Takes Over Chicago Store Miami Beach, Fla. They caught five sailfish altogether, releasing one, besides « 


Cuicaco, ILt.—Joseph Gang, owner 
of Gang’s Ideal Shoe store at 1144 W. 


few tuna on the side to keep the interest up. 





79th Street, has taken over the John 


Schause Shoe store at 6971 N. Clark as Gang’s Shoes and will be operated was formerly associated with Dr. 
Street. The latter store will be known as a general family store. Mr. Gang Henry Heftel. 





WHERE 
TO 
BUY 


i i eli eid 


Women's Shoes 


rrr 





HAND TURNED COMFORTS 
14 numbers IN STOCK 


Write for Catalog 
ABBOTT SHOE CO. 
ESTABLISHED (855 











Moccasins 





MOC-ABOUTS 


Reg, U. 8. Pat. Of. 
in Stock for Men & Boys. 


Chee. Retan Up- 
a Ruebber 
eles. Leather 
Laces. Flexible 


Process, Price 
$1.15. Terms5/30. 
NASHUA SLIPPER i» Lowell, Mass. 











ee 
TRAIL MAKER MOCCASINS 


for MEN, WOMEN and CHILDREN 
Best known 
line in Amer- 
ica. Carried 
from Coast to 
Coast by lead- 


2 
18 STYLES 
IN-STOCK 


wd titi colors 
FOR CATALOG 
SACO-MOC SHOE CORP."°oTi ire 











New Given Store Opened 


Hosss, N. M.—Given Bros. opened up 
a new shoe store here recently. Richard 
Silverstein, the manager has been with 
Given Bros., in El Paso, for the past 
three months. Prior to that he was 
with the Wohl Shoe Company in St. 
Paul, Minnesota. 

The new store, here, is located at 103 
West Broadway. Chromium and glass 
fixtures are used. The fluorescent lights 
used are the largest in Hobbs, according 
to Mr. Silverstein. 
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Dates to Remember 


Annual Convention Illinois Shoe Re- 
tailers Association and Illinois Shoe 
Travelers, Faust Hotel, Rockford, 

June 2, 3 and 4, 1940 

Fourth Annual Fall Style Show, South- 
western Shoe Travelers’ Association, 
Adolphus Hotel, Dallas, Texas 

June 2, 3, 4, 5, 1940 

Annual Convention Pacific North- 
west Retail Shoe Dealers Associa- 
tion, Spokane, Wash. 

June 2, 3, 4, 5, 1940 

Fall Shoe Show Mid-Continent Shoe 
Travelers Association, Biltmore 
Hotel, Oklahoma City, Okla. 

June 23, 24, 25, 1940 

Fifth Annual Midwest Shoe Fair, 
Netherland Plaza Hotel, Cincinnati, 
Ohi June 9, 10, 11, 1940 

Iowa Shoe Fair, sponsored by Iowa 
National Shoe Travelers’ Associa- 
tion, Hotel Fort Des Moines, Des 
Moines, Iowa....June 9, 10 and 11, 1940 

Annual Canvention California Shoe 
Retailers Association, St. Francis 
Hotel, San Francisco, Calif. 

June 9, 10, 11, 12, 1940 

Annual Boston Shoe Fair. Hotels Stat- 
ler and Parker House, Boston, Mass. 

June 10, 11, 12, 13, 1940 

Annual Convention New York State 
Shoe Retailers Association, Hotel 
Syracuse, Syracuse, N. Y. 

June 16, 17, 1940 

Joint Annual Convention and Shoe 
Show, Wisconsin Shoe Travelers’ 
Association and Wisconsin Shoe 
Retailers’ Association, Plankinton 
Hotel, Milwaukee, Wis. 

June 16, 17 and 18, 1940 

Annual Michigan Summer Shoe Fair, 
Pantlind Hotel, Grand Rapids, 

BE whictecsesman June 23 and 24, 1940 

Monthly Showing Shoe Travelers As- 
sociation of Chicago, Hotel Mor- 
rison, Chicago, Ill.....Jume 24, 25, 1940 

Michigan Shoe Travelers Fall Shoe 
Show, Hotel Statler, Detroit, Mich. 

July 7, 8, 1940 

Tri State Shoe Mart, P. Ivania 
Shoe Travelers Association, William 
Penn Hotel, Pittsburgh, Pa. 

July 7, 8, 9, 1940 

Charlotte Shoe Show, Spout by 
Charlotte Chamber _— 
and Southern Shoe = Ho- 
tels Charlotte and Selwyn, Char- 

July 14, 15, 16, 1940 


Annual Outing Boot and Shoe Trav- 
elers Association of New York, 
Karatsony’s, Glenwood Landing, 

Dk Ge nb as ktine sdenntacnan July 18, 1940 

Annual Outing Greater Buffalo Shoe 
Retailers Association and Affiliated 
Shoe Trades, Walker’s Grove, Wil- 

b> August 14, 1940 

Official Opening of American Leathers 
and Stvle Conference for Spring, 
1941, Waldorf-Astoria Hotel, New 
York September 16, 17, 1940 





Shoe Man in Politics 


Otrumwa, IowaA— Roy E. Stevens, 
shoe merchant and active politically 
and civically here for many years, has 


SANDALS 


21/8 Louis Heel 
S and M Widths 





16/8 Cuban Heel 
S and M Widths 


Write Today for Our Catalog 


ANNAHSON 


HAVERHILL, MASS. 

















entered the race for congressman from 
the Fifth Iowa District on the Demo- 
cratic ticket. A state senator for two 
terms, Mr. Stevens entered the congres- 
sional race two years ago but lost out 
in the primary. He has no opposition 
on his own ticket this year. 


Burdine’s Remodel 
Children’s Section 

MIAMI, FLA.—Work is under way for 
the remodeling of the fourth floor of 
Burdine’s, that section which is known 
as Junior Sunshine Fashion Colony and 
which is devoted to children and youth. 
A considerable space will be devoted to 
children’s shoes, with new fixtures and 
a general setup that will have a par- 
ticular appeal to children. 


In New Location 


Wicuira, KaNns.—Sherman’s, foot 
correctionists and shoe retailers, have 
moved from their, old location at 209 S. 
Broadway to new and larger quarters 
at 429 E. Douglas Ave., according to 
David Sherman, owner. 

Mr. Sherman also reveals that, in 
addition to maintaining their foot clinic 
in which corrective, made to order shoes 
are offered, the company for the first 
time will begin retailing popular stock 
lines. 
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0 
RIGINATED and initiated 24 years ago by DR.SCHOLL’S NATIONAL FOOT COMFORT 
Wm. M. Scholl, M.D.,as a means of making WEEK this June will enjoy much greater pub- 
> the general public more conscious of the serious- licity and advertising, much wider cooperation 
ness of foot trouble, NATIONAL FOOT COM- of public-spirited organizations and individuals 
= FORT WEEK has grown to be one of the most and much more intensified dealer effort than ever. 
important calendared mercantile events in 
o- America. Attractive window and counter display mate- 
wo F rial is also being provided by us to help you 
on Each successive year has found not only more present your showing of Dr. Scholl’s Foot Com- 
- and more merchants giving it their active sup- Remedies, Appliances and Arch Supports 


port, but also more physicians and medical, 
educational and social organizations, who have 
seen the benefits it brings the masses in better THE SCHOLL MFG. CO., Inc. 

general health, efficiency and happiness. 213 W. Schiller St., Chicago +62 W. 14th St., New York 


with striking effectiveness. 
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Store Fixtures 


HOWELL 
CHROMSTEEL FURNITURE 
FOR SHOE STORES 
Your customers will like the modern style 
and comfort of Howeil Chromsteel. You'll 
like the way it looks and wears.Write for 
Catalog of Shoe Store Equipment now. 


HOWELL 


Lehi aii el 


Inner Soles and Counters 


Li hie ellie eal elaine ili clin elie 



























“CAN INNERSOLES 
MAKE THAT MUCH 






INNERSOLES - COUNTERS - WELTING 
EDGAR S. KIEFER TANNING CO. 


1 Sales: Chicago, 223 W. Loke St. Boston, 42 Lincoln St. 
TANNERIES AT GRAND RAPIDS, MICHIGAN 











Move to Larger Store 


Oxn1o—Combs Bros. of 
this city, have recently moved into a 
new and larger store, two doors west 
of their former location. 


Final Committees Named 
For Wisconsin Show 


MILWAUKEE, Wis.—Committee ap- 
pointments have been made for the 27th 
annual convention of the Wisconsin 
Shoe Retailers’ Association to be held 
June 16, 17 and 18 at the Plankington 
Hotel, here, as follows: 

Registration—Ed. Hafemeister, Mil- 
waukee; Maurice Fitzsimmons, Fond 
du Lac, and Sid Weber, Janesville; Re- 
ception—William Gleue, Wisconsin Rap- 
ids; Tom Hamilton, Berlin; Joseph 
Hyland, Madison; J. B. Haroldson, La 
Crosse, and Arthur Huegel, Madison. 

L. L. Imig and Fred E. Schmidt, 
president and secretary, respectively, 
of the Wisconsin Shoe Travelers’ Asso- 
ciation, are in charge of display rooms. 

Registration will take place on Sun- 
day, together with a party in the eve- 
ning and the sample rooms will be open 
all day for the convenience of conven- 
tion visitors. 

The sole business session of the con- 
vention will be held following the Mon- 
day noon luncheon, at which time new 
officers and directors will be elected and 
the next convention city selected. 

The annual banquet will be held Mon- 
day evening with Judge Roland Steinle, 
Milwaukee, as the main speaker and 
Howard Ott as toastmaster. Entertain- 
ment has been arranged for the ladies 





Unusual Display 
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CAPE MOCCASINS 
Biggest Seller of Season 
IN STOCK 
IMMEDIATE DELIVERY 
Price $1.40 Net Sizes-3-9 


BII25—ALL WHITE 
BI126—WHITE and BLUE 
B1127—WHITE and RED 

BI 129—BLUE and RED 
BI130—WHITE and BROWN 






























IN STOCK 
Samples Submitted on Request 


ROGERS BROS. SHOES, INC. 
216 LINCOLN STREET 
BOSTON, MASS. 



































and the officers of the association antici- 
pate a record attendance. 












Roberts Succeeds as 
Chisholm Manager 


TOLEDO, OHI0 — Herman L. Jetter, 
owner of the Chisholm Boot Shop, 412 
and 417 Adams St., Toledo, has ap- 
pointed Harold Roberts as manager, 
succeeding Verne Toeppe, who resigned 
after ten years as manager of the local 
Chisholm stores. Mr. Toeppe will join 
his business partner, James Simpson, 
formerly of Toledo, at Dallas, Tex., 
where they will be distributors for a 
new type of neon traffic sign and road 
signals. 

Mr. Roberts comes here from Detroit, 
where he has been for the last six 
years. Previously, he was associated 
with Toledo shoe firms for 15 years. 





















Adds New Women’s 
Department 


St. Croup, MInN.— Fandel’s, St. 
Cloud retail store, has recently added 
a women’s shoe department to their 
growing institution as part of their ex- 
pansion program. Herbert F. Muenzler 
is manager of the footwear department, 
which conforms to the latest modern- 
istic ideas of shoe retailing. 
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MIDDLETOWN IS FORGING AHEAD 
WITH THE NEW SILHOUETTE WEDGE 


MIDDLETOWNERS will be featured in June at Shoe Shows in Adolphus Hotel, Dallas, 
Texas—Netherland Plaza Hotel, Cincinnati, Ohio—Parker House, Boston, Masso- 
chusetts—Hotel Syracuse, Syracuse, N. Y. 


NEW YORK OFFICE © MARBRIDGE BLDG., 47 WEST 34th STREET © NEW YORK CITY 


MIDDLETOWN FOOTWEAR INC. ¢ MIDDLETOWN, NW. Y. 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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AANNOUNCEMENT... 


General Shoe Corporation 


presents 


TWO JUVENILE LINES 


Featuring the Improved Welt Construction 
to Retail from Stock 


at $1.49 to $1.59 and $1.98 to $2.50 


Salesmen are now on their territories. 


Write or wire for information. 


LITTLE WELT SHOE COMPANY 


A DIVISION OF GENERAL SHOE CORPORATION 


NASHVILLE, TENNESSEE 


MIDWEST SHOE FAIR BOSTON SHOE FAIR 
CINCINNATI, OHIO June 10-11-12-13 
June 9-10-11 
Room 1035 Room 594 
Netherland-Plaza Hotel Hotel Statler 
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IMMEDIATELY 


Manufacturers of patented American- 
made rope sole sandals, slippers ond 
novelties for men, women and 

dren, have open territories in all sec- 
tions for established salesmen who 
can handle a fast-selling line immedi- 
ately on attractive commission basis. 


ROPE-SOLES, INC. 
274 Madison Avenue New York City 








SIDELINE SALESMEN—HOSIERY 
Calling on «, tatepentente and small chains. Lowest 
price branded ladies ff. number that is sold 
as PACKAGED MERCHA ~ + Easily dis- 

oceupies small space, little time needed to 
nual x attractive cum- 
missions and protected territories assure lucrative 
side line income. 
Address =. -, BooT 4 SHOE RECORDER 
239 West 39th Street, New York, N. Y. 











ge live wire salesmen. Capable 
a fast style line of women’s in- 

stock novelty footwear to retail from $1.49 to 

$1.98. Commission basis only. Please give full 

details as to age, experience, territory cov 

and present and previous em: it. 

Novelty Shoe Corp., 120 Lincoln Street, Boston, 





Mi"ior high grade WANTS SALESMEN 
—— t sole slippers, all terri- 
ddress $762, care Boot & Shoe 

Soin 2 239 W. 39th Street, New York, N. Y. 


MA}: acquainted with retail shoe trade in 
Metropolitan area. Fast selling, attractive, 
patented device, important at shoe store; Lib- 
eral commission. Car necessa Address $756, 
care Boot & Shoe Recorder,” ‘239 West 39th 
Street, New York, N. 

GALESMEN wanted to handle as a side line 
“an advertised i! pump, a propo- 
sition, and also a line of men’s, women’s, boys’ 
and misses’ camp moccasins to ume buyers. 
Strictly commission basis. Te: wide open. 
Address # care Boot & Shoe eveiier, 140 
Federal S . Boston, M. Mass. 











FOR SALE 


OR SALE: One Adrian X-Ray Shoe Fitter, 

> 75, Type pi * soe sale, suniest 
to a court, by 
Fred M. =. 326 West Main Street, Madi- 
son, Indiana, Trustee in Ban of Clarence 
N. Willick, bankrupt, for cash, free of all liens. 
on Thursday, June 6, 1940, at 10 A. M. and 
from day to day thereafter until sold. For in- 
formation write the trustee. 








ere my plants all over the United States. 
mission basis; excellent knowledge of in- 
dustry through 25 years of finest contacts; can 
develop exceptional sales for your uct. Wire 
cr write. Address $755, care & Shoe 
a 239 West 39th Street, New York, 
N.Y 





B. wM. — . leaving Beile Craft 
ee SS is now considering new 
lines of ter oils hard sole slippers on strictly 
commission basis. No drawing. Associated 
with above approximately 10 years—catering to 
chain stores, department stores ys gene the 
country; Resident offices, Mail Order and 
good users originating contact in Metropolitan 
area. Only factories of sound financial standing 
considered. Capable volume production of gy 
footwear. No traveling. Write or phone Ww 
Neustadt, 190 E. Mosholu Parkway South, 
Bronx, New York. Raymond 9-2268. 





PUERTO RICO 


Biggest market for American Made 
Shoes— 


Women’s Novelties, Men’s Work and 
Dress 


Shoes and Infants’ and Chil- 
dren’s shoes biggest items in import 
list— 


If you are not taking advantage of 
this open market and wish to get 
first class representation, write to 


Address 757, care BOOT & SHOE RECORDER 
239 West 39th Street, New York, N. Y. 











MANUFACTURERS —JOBBERS — Are you 
interested in getting volume in North ase. 
lina, South Carolina and Virginia? Then g 
in touch at once with s men who knows oll 
the accounts in this territory. At present ship- 
ping $150,000 annually. If your product merits 
the service of a Num One salesman to rep- 
resent you ... then write immediately! Spe- 
cialty lines of Ladies’ Novelties or Sport Shoes 
eoeteapes . . « Can also use a strong Arch line 
State your proposition clearly in first letter. 
Address $758, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


gy oo Sideline Men's Leather Slippers, 
S in Slippers, Mae. 





South; Commission basis. Add 
£763, care Boot & Shoe Recorder, 209 So. State 
Street, Chicago, Ill. 
_ SLIPPERS-STITCHDOWNS: Sell- 
Sa Texas need better house 
nen | itchdowns for their accounts. Sell 
over 250 well rated stores. — commission or 
= can ges ship at right pri can be charged 
HOOVER SALES “COMPA NY. 
WHO JLESALE MERCHANTS BUILDING, 
DALLAS TEXAS. 











De you Need a high grade 
PORTER os MESSENGER! 











RETAIL SHOEMAN, 35; twelve years’ ex- 
perience, willing go anywhere. est refer- 
ences. Available immediately. Address $714, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





"THOROUGHLY. experienced factory sales 

executive desiring to make change because 

war has disrupted his business wishes to con- 

nect with a manufacturer of girls’ and children’s 

shoes in a sales capacity. Address $760, care 

rect & Shoe Recorder, 140 Federal St., Boston, 
ass. 





EXPERIENCED shoe man, 27, buyer, sales- 
man, managed large shoe department, or- 
thopedist seeks position. Address $765, care 
Boot & Shoe mgerter 239 West 39th Street, 
New York, N. 





BUSINESS OPPORTUNITY 








THE TIME IS RIGHT 
GET 
INTO BUSINESS 
FOR. YOURSELF 


An exceptional opportunity for 

young men with 

1. Shoe experience 

2. Business ability 

3. Salesability 
to connect with large progressive 
Middlewestern Company. 

You use proved systems now 
being used successfully by hun- 
dreds of Merchants. Every neces- 
sary assistance is given and you 
ean start with limited capital. 

Get set for fall. Write now for 
full details. Ail correspondence 
confidential. 

Box 764 
BOOT & SHOE RECORDER 
St. Louis, Missouri 














address should be 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
S* Advertisements for this page must be in our New York office on Friday of the week preceding publication. “8 
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WANTED TO PURCHASE 


MERCHANTS’ NEEDS 











WE BUY 
Entire or §& us Wholesale and —_ 
Stocks. Also Branded Shoes such 
Walk-Over, Florsheim, Enna-Jettick, Vital. 
ity, Arch Preserver, Queen Quality, ~ 
tonians, Stetson, Red Cross, Nunn-Bush, Btc. 
IRVIN RUBIN 


“The House 
89 Reade 5St., xr. Charch 
Phone Barclay 7-7887. New York City 








SHOE STORES WANTED 
FOR CASH 


retailing men's, women's shoes from $6.50 
and up having short term leases. 
Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
unusual references on request. 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jebbors or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








BUYERS OF 
MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 


BARSH & CEASAR 
14 8. Third St. Philadelphia, Pa. 
Phone Market 9139 

















Joyce Sales Conference 


PASADENA, CALIF. — May 20 to 25 
were the dates of Joyce Inc.’s sales con- 
ference at the factory. Those attending 
were Frank Baker, in charge of the 
New York office, Charles Beall from the 
eastern territory, C. Mort Phinn, mid- 
dle-western representative, and W. D. 
Lever, Jr., from the south. 

The program included presentation 
of the line by Mrs. Joyce, and meetings 
on advertising and promotion held by 
Mary Thacker, advertising manager, 
and Miss Van Davis of Logan and 
Rouse, advertising agency. 

Sales and merchandising meetings 
were conducted by W. H. Joyce, Jr. In 
addition, local stores were visited and 
various entertainments were enjoyed 
by the men. 


Leeds Denver Store 
Remodeled 


DENVER, CoLo.—The Leeds Shoe Store 
at 1018 Sixteenth Street, here, owned by 
the Rosentein Brothers Shoe Company, 
has recently been completely remodeled 
at a cost of around $8,000. Among the 
most important features of the new 
store is the modern front made of Car- 
rara glass against which is placed a 


Travelers Say /- 
IN ST.LOUIS STAY AT 


Hotel ‘Lennox 
DOWNTOWN, GOOD PARKING 
GOOD FOOD ano REAL SERVICE 











brilliant neon sign trimmed with chrome. 
Modern windows complete the front. 
The interior of the store is also entirely 
modern, light walls and chrome and 
leather furniture being used. 

Additional interior features include 
sound-proofing with the use of sound- 
absorbent panels in the ceilings and 
upper walls and an air-conditioning 
system, the equipment for which is con- 
cealed in a balcony. M. Goldman is 
the manager of the store. 


I T S Observes Silver 
Anniversary 


E.yria, OHI0O—This year’s celebra- 
tion of its silver anniversary by The 
IT S Co., Elyria, Ohio, makers of I T S 
left and right rubber heels, is more 
significant than the 25th milepost of 
one company. For it brings to mind the 
invention of the first concave - convex 
heel by the man who headed The I T S 
Company in its sensational rise as an 
important factor in the rubber heel 
business, John G. Tufford. 

This heel was the one which first 
overcame the difficulty of attaching a 
flat rubber heel, a job that most shoe- 
makers disliked because it took so long 
and didn’t always stay put no matter 
how well done. Cup-shaped, the I T S 
heel needed only to be nailed on and 
finished, without cement, a job that took 
a few minutes instead of the old half- 
hour. During the past 25 years I T S 
has led the industry in many other heel 
improvements that have benefited all 
who wear shoes. 

Leonard Tufford, son of the inventor, 
is president of the company; A. G. 
Smith, one of the original organizers, 
is vice-president and sales manager; 
R. E. Sannar, for many years with the 
company, is also vice-president. 


Stover to Open New 
Carlsbad Store 


CARLSBAD, N. M.—Opening of the new 
W. F. Shoe Store at 124 Canyon Street 
will take place soon, it was announced 
by O. D. Stover, owner and manager. 
Mr. Stover came here from Gallup, New 
Mexico, where he owned a shoe store. 


IDEAL 
SHOE 
DISPLAYER 


“THEY LOOK AS THOUGH THEY 
FLOAT ON AIR” 


That's what Geeete along Fifth Avenue are say 
about shoes displayed on the new IDEAL sno 
DISPLAYER. aay smart shops along this fat 
street have added this nd as part of 
permanent displays. it's newer, valtke any wand 
you've seen. Shoes look better, High’ ane 
more graceful. 


WRITE FOR ATRIAL ORDER $12 per dozen 
Same price for either men's or $6.50 
women's shoes—specify 


want. wee yen per half dozen 


M. D. POLLINGER CO. stamford, Cons. 











White Promotions in 
Full Swing 


MONTGOMERY, ALA.—Summer promo- 
tions of white shoes are in full swing 
here, hinged on the forthcoming com- 
mencement and high school graduation 
exercises. 

“Step Up For Your Diploma in Al 
Levy’s White Shoes,” states the news- 
paper ad from this store, which fea- 
tures a graduate in cap and gown, dip- 
ploma in hand, and beneath it two 
popular-priced white shoes, an elasti- 
cized flight pump of white maracain and 
corset heel, and a white maracain step- 
in pump with lattice work on vamp. 

John Danziger has introduced the 
“Shenanigan,” in all white, or white 
with brown or beige diamond squares, 
in genuine alligator, pump or tie. 

“Smart Pumps That Are The Whitest 
You'll See Anywhere” is the theme of 
an ad by Nachman and Meertief, fea- 
turing shoes at a single price of $4.95 
for the girl graduate. 

“Summer Is The Great White Sea- 
son,” runs an ad by Vanity, featuring 
sketches of five fashion exclusives from 
a large collection. The five sketched 
are: a snug-fitting pump of elasticized 
calf with high or medium heel; a V- 
throat pump of buck, with high or me- 
dium heel; an airy sandal; a high- 
heeled wedge of white buck, and a 
pump with strap and extremely high 
heel. 

Montgomery Fair, in a quarter-page 
ad, calls attention to “Sno-Whites” in 
four styles and three price-ranges. 
Sketched from the actual shoes are: an 
elasticized V-throat pump in maracain 
kid; the “port-hole” sandal, completely 
perforated from heel to toe; a kidskin 
sandal with dressy heel, and a step-in 
pump, perforated and with open toe, 
and medium heel. 





